





Among the top class resort hotels in America is 


The Cloister at Sea Island, Georgia. 


At The Cloister may be seen during 
all seasons of every year a type of patron- 
age which expects the best in hotel com- 
fort, food and entertainment. 

And under the long experienced di- 
rection of the Compton ownership, you 
will find these complete surroundings 


including circulating fresh air moved 
thru the guest rooms by the famous 
HUNTER ZEPHAIR attic fans. 
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AWNOUNCING 


After many years of experience in producing forged 
eyes of all types for use without thimbles, Hubbard and 
Company has developed and established as its stand- 
ard, the HUBEYE. This eye has received immediate 
approval from all Standards Engineers to whom it has 
been shown. Due to its universal appeal Hubbard and 
Company has concentrated on this design as standard 
for all eyes on products which involve attachmenis 
where a no-thimble eye means a saving of time, 
money and maintenance to users. Most of these items 
are illustrated or listed here. 

Hubeye design consists of a rounded section of large 
radius around which the guy is looped. High side walls 
support and maintain its round shape so that no 
individual wire strands are subjected to excessive 
strain. The eye is drop forged and is stronger than 
the rod section from which it is made. All inner surfaces 
are kept smooth and are protected against corrosion 
by Hubbard Double-Dip Hot Galvanizing. 











End view showing Side 
_ Wall Support of 

Strand by Hubeye 
design. 


Side view showing lay 
of Strand in Hubeye. 
Fully Rounded Bearing 
Area is provided. 


HUBEYE Anchor Rod TU-HUBEYE Anchor Rod 
Threaded or Drive Point Threaded or Drive Point 
and Screw Type Steel- 

wing. 


cag HUBEYE Straight Bolt 9 
ee 
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HUBBARD & CO 


HUBEYE Angle Bolt 


Screw HUBEYE Bolt 








HUBEYE 
NUT 
(Threaded) 





Wood Strain Insulator 
HUBEYE Attachment 


HUBBARD and COMPANY 


Pittsburgh - Chicago - Oakland, Calif. 
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BIG 10-ROLL CAN 


of lh 
BEST BUY IN TAPE! 


Better way to buy tape, for regular users, is this 
handy 5 pound can, holding ten 8 oz. rolls of Gold 
Seal. Off the market during the war, it is now back 
again on your dealers’ shelves. 





The sturdy fiber can, with metal top and base, not 
only protects the tape, but serves as a handy con- 
tainer for small items like nails, screws, and nuts 
when empty. 

Every roll of Gold Seal Tape in the can is cello- 
phane-wrapped and sealed to stay factory-fresh until’ 
you are ready to use it. 

Whether you buy the can or single rolls, you'll 
find Gold Seal Tape always just right in “tack”, clean 
handling, non-raveling, non-peeling. Try it... 
you'll agree it’s the best buy in tape! Jenkins Bros. 
(Rubber Div.) , 80 White St., New York 13, N. Y. 





Jenkins Bros. also make Diamond 

Seal Friction and Rubber Tapes 

which meet ASTM and Federal 
Specifications 


JENKINS 


Jn 
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PROFIT PRODUCER 


VORNADOFAN dealers are piling up profits this winter 


because this Finest of All Air Circulators sells just as well in 








winter as in summer. Truly an air circulator, not just a fan, 
VORNADOFAN circulates warm, heated air, minimizes drafts, 
and saves on fuel bills. Its summer cooling features are the 


sensation of the Industry. 





Extensive all-year advertising, employing more than 
two dozen national journals, sells the public month in 
and month out. So order your requirements immedi- 


ately. Profit now. 








0. A. SUTTON Corporation WICHITA, KANSAS 
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SPERO'LVR” 
ENGINEERED LIGHTING ¢ 


AOAMERE 17 IS 


ceed BLACK 
and WHITE 


















SPERO “LVR”-448 


Louvre-shielded commer- 
cial fluorescent luminaire 
—an achievement in light- 
ing engineering. 


PROPERLY ENGINEERED 






















eager, wa 
S ot 





nance, provide a reflecting surface for 
each tube. Reflecting surfaces are 
finished in “Plastox” white (86% 
Reflection factor). 














~448 Pour. AND, dls 
for . nce with Sp ifte iA Law TRIBUTION © mo 5293) 
ee 9 Unst > Pour . Re Stions ¢, Ute: 
ENGINEERED LIGHTING BE fo ttes ae yy, ed to gt Parnes a Rar a 
Test on tae. a ‘a 2 re le ; ~_ corporary sie ~ Semi 
. ~ fe] =~ 
Spero “LVR” meets the three basic Candiepoms, 0-88. eerate } uverg Mflectio, Mite Fru, PArect 
‘ “ ° Planes T dist iby tor o pa /e8ent 

requirements for good “engineered Unde; 4g eh 8CCting fio Ln they "88; trostes 
lighting”— high efficiency, low main- “she oureyth? tubea, M!+ BB pany Seber op tical SSeS Sat 
tenance, and smart appeatance. Light oo. Eo Per cent of no 4 - wpettior ee 
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from the 40 W tubes is shielded by wr 3 90°1g90 SF? lamp, : ‘ss ae we 
evenly spaced louvres. Individual re- Woda Orlane © 63 NS se 
Vi stars 
flectors, removable for easy mainte- RY AN 


Starters can be replaced with- 
out disturbing either the 
tubes or the hinged louvres. 
Relamping is done from the 
top, on Fen yn 
units, and by swinging down 
the louvreorsurface mounted 
—_. Plastic side a 
to the ap ce and utility 
of this Resacs, Available 
with instant-start ballasts 


Write for your copy of The 
Candlepower Distriduin 
Curve on Spero LVI 
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Spero also manufactures 
REFLECTORS, FLOODLIGHTS, 
VAPOR-PROOF UNITS, and 
various MATERIALS FOR 
ELECTRICAL CONSTRUCTION. 
Write for Bulletin No. 10. 


Look for another Spero 
advertisement on page 76 


Cc 
2 
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Weston All- Metal 


MAX-MIN* 
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1 MEASURE PRESENT LEVELS 
~ « « ACCURATELY 












WE 3TON 
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INDICATE PAST LIMITS 
. - « FAITHFULLY 


The new WESTON Max-Min thermometer not only 
provides continuous temperature measurement with 
traditional WESTON accuracy, but it also furnishes a 


“= — _— 
L] 
‘RED INDEX 


Red Index shows at a glance highest 
or lowest temperature reached since 
last setting. 


reading of the highest or lowest temperature attained 





since last setting. 

WESTON Max-Min thermometers are stocked in a 
variety of ranges. Model 221-M (3” head diam.) and 
Model 222-M (5” head diam. ) are available for imme- 
diate delivery. If your jobber cannot supply you, see 
your local WESTON representative, or write for 
Thermometer Bulletin . . . Weston Electrical Instru- 
ment Corporation, 686 Frelinghuysen Avenue, 


Newark 5, New Jersey. 


Red index easily set to high or low side 
a CHS 


®Trademark 
ALBANY © ATLANTA © BOSTON © BUFFALO * CHARLOTTE © CHICAGO © CINCINNATI © CLEVELAND © DALLAS © DENVER © DETROIT © JACKSONVILLE © KNOXVILLE © LOS ANGELES © MERIDEN © MINNEAPOLIS » NEWARK 
MEW ORLEANS © NEW YORK © PHILADELPHIA © PHOENIX © PITTSBURGH * ROCHESTER © SAN FRANCISCO » SEATTLE © ST. LOUIS * SYRACUSE © IN CANADA, NORTHERN ELECTRIC CO., LTD., POWERLITE DEVICES, LTD. 
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SAMSON ELECTRICAL APPLIANCES 





SAFETY-TILT 
AUTOMATIC IRONS 






COPR. 1947, SAMSON UNITED CORP, 


WHEN you put a Samson SHOWBOX in your 
window or on your counter, you automati- 
cally flash a stop signal that even the casual 
shopper can’t ignore. But this eye-catching 
red SHOWBOX is more than just an attention- 
getter. It shows what the appliance looks like... 
and fells the advantages of owning one. All 
of which leads naturally to an examination 
of the actual product—and the eventual sale! 

Remember, too, that whether placed singly 
or in groups, every Samson SHOWBOX is a 
complete, compact merchandising display. And 
because Samson SHOWBOXES are uniform in 
color and design, prospects soon realize that 
Samson offers a complete line of distinctive 
electrical appliances ... each a quality product 
at a popular price. From this “family recogni- 
tion” come additional sales and extra profits. 


SAMSON UNITED CORPORATION 
ROCHESTER 10, N.Y. 


Samson United of Canada, Limited, Toronto 


























SAFE-T CIRCUIT HEATING PADS 





SAFE-FLEX “RUBBER BLADED FANS 
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IN EVERY SEASON 
a 


HEALTHFUL COMFORT 


THROUGH FILT-R-FAN 


TRADE MARK REG - PAT APP FoR 











CUTTVITERTD | 














Quietly fills the room with 
cool, healthful filtered air — 
free from much injurious pollen 
ond other irritating impurities. 





. . for year-round comfort and relief. 
* * + 

You'll find filtered air through FILT-R-FAN a year- 

‘round builder of sales, too—as hundreds of dealers 


have ...in every part of the country. 


@ Here's a new kind of electric window fan—de- filtered air . 
signed for more healthful living in every season. 
Delightfully cooling in summer . . . its three glass- 
fibre filters trap dust, dirt and pollen... providing 
a quiet, constant, draftless circulation of clean 


Adjustable + Easily Installed + Simple + Safe 


Yes... there’s an all-season market for Filt-R-Fans. Write today for full details. 


MEIER ELECTRIC & MACHINE CO., INC. 


Indianapolis 7, Indiana 


3525 East Washington Street ° 
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All electrical systems are 
“SUBJECT TO CHANGE” 


Electrical distribution systems ought to be 
tagged “Subject to Change.” 


For it’s a rare installation that doesn’t have 
need for replacements, removals or addi- 
tions among existing circuits—sooner or 
later. 


You can give your distribution system a 
headstart that helps lick these problems 
by specifying BullDog Vacu-Break Switch- 
boards. These modern distribution control 
centers feature flexibility, convertibility 
and ample provision for any and all future 
expansion. 


Front-operated switch units embody the 
unique Vacu-Break principle to smother 
arcs quickly and safely, preventing burning 
and pitting of contacts. And BullDog’s 
self-aligning ‘““Clampmatic Contacts” pro- 
vide bolt-tight pressure to assure high con- 
ductivity, low heat losses, longer life and 
less maintenance. 


Horsepower-rated and equipped with 
“quick-make” and ‘“‘quick-break”’ operating 
mechanism, BullDog Vacu-Break Switch- 
boards can be used for operating switches 
as well as for disconnect switches. 


Act now to eliminate inefficient ‘“ganging”’ 
of switches on makeshift racks. Our nearby 
field engineer will explain BullDog Vacu- 
Break Switchboards and their marked 


advantages in flexibility and performance. 
Vacu-Break Switchboards are available in 30 


Call him today, or write BullD i 
Rained + Saray thea Amp. to 600 Amp., 2 & 3 Pole Circuits, 575 Volts 
for descriptive literature. ont tus. 


BULLDOG 


ELECTRIC PRODUCTS COMPANY 





BullDeg manufactures Vacu - Break 
Safety Switches — SafToFuse Panel- 
boards —Superba and Rocker Type 
Lighting Panels—Switchboards—Circuit 
Master Breakers—’Lo-X” Feeder BUS- 
tribution DUCT—“Plug-in’” Type BUStri- 
bution DUCT—Universal Trol-E-Duct for 
flexible lighting—Industrial Trol-E-Duct 
for portable tools, cranes, hoists. 


os 





Detroit 32, Michigan. Field Offices in All Principal Cities. In Canada: BullDog Electric Products of Canada, Ltd., Toronto 
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sam TAYLOR FIBRE 


=== 
FIBRE AND 


++ « Best By Reputation! 


Taylor quality js buil 


t in — from Process- 
ing of the finest rags, 


through every step 


of Production under strict laboratory con- 


trol until it is Proper] 
high dielectric Strength 


and unusually long 
life under al] Service ¢ 


Onditions. 





Send for your 
f the 
copy Pf VE CATALOG 





WIRES 
ON AND 
eT CERPO RATED 


(om 
iS 3, M 
ST. LOUI 
CHOUTEAU AVE. 
3435 


houses in s 
Offices and aggre 2, TEXA 
3, GA. 
ATLANTA 3, 





or factory Stocks 


ACE SHOP EQUIPMENT 














Shipment can 


Send for Complete List and Prices 


*¢ 0 Ace High Ip Services 


Pes of winding heads, 
CE COIL FORMERS AND 
S stand up under S€Verest 
I ‘are smooth and POsitive in action, 
1 ta lifetime, an investment in 
Equipment Pays dividends ev 
i isfaction and profit. Shipm 
from factory Stocks, 
Write for | WI's New Mustrated 
Equipment Catalog 
| 
——— 


1947 
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G-E LAMPS" 


GENERAL €3 ELECTRIC 
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* 
1. THE CONSUMER WINS! 


A lot of comfort and con- 

venience for a low price. 

Winter chills and ills create 

dozens of uses for a G-E 

heat lamp in every home — 

it soothes aches and pains, 

warms folks on chilly mornings, thaws pipes, 
dries shampooed hair, nail polish, paint, stock - 
ings. glue. And everyone can buy this handy 
lamp right now for only $1.25! 


* 
2. THE DEALER WINS! 


Here’s a mid-winter merchandising opportuni- 
ty that pays off. Right when consumer demand 
is at its peak, plenty of standard G-E heat 
lamps are available for immediate delivery— 
for volume sale at a bargain 

price. And in January we're 

backing dealers with a hard- 

hitting program of special 

promotion and national ad- 

vertising on heat lamps. 


* 
3. THE UTILITY WINS! 


Now’s the time to use this popular G-E heat 
lamp as a door-opener for your home lighting 
advisors. It’s a help in building the friendship 
of consumers. And it plays an important part 
in General Electric’s program for “bringing the 
sun indoors.” Remember, 
a 250-watt G-E heat lamp 
in every home can be a 
real load-building plus! 


Put G-E heat lamps on your 
winter Promotion Docket 


... Everybody needs ’em ... now! 
... They’re priced right! 
...+ They’re available! 


SHEL EARTAT UTE VATTE UES TERT OMY 
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“TO EACH, HIS OWN” 



























CONSUMER lf 
tconomy 





Ons or another of our five star plans covers about every 
contingency that has a bearing on profitable selling. 


. Where low purchaser rate is the important factor—we suggest the 
CONSUMER ECONOMY PLAN* 


. If the dealer wishes to be relieved of responsibility on the purchaser’s 
account, we suggest the NON-RECOURSE PLAN* 


. Where the middle of the road course is desired ... we suggest the 
LIMITED LIABILITY PLAN* 


. The most acceptable plan by experienced dealers has been the 
DEALER RESERVE PLAN* 


. For the more conservative dealer, who wishes to obtain more adequate 
protection ... we suggest the DEALER PROFIT SAVING PLAN* 


One of these five plans is bound to have exactly what you want. Ask your 
Commercial Credit representatives for details. 


COMMERCIAL CREDIT CORPORATION 


305 OFFICES IN PRINCIPAL CITIES OF UNITED STATES AND CANADA 
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for NOMA is absolutely safe—for children, pets and invalids— 
parents, home owners and apartment dwellers— 

Check your own stock ow against the outstanding selling features 
that make NOMA the leading heater in volume sales and customer 


satisfaction: 


CONVENIENCE — The 
NOMA heater is conven- 
iently portable, plugs into 
any outlet. 


EFFICIENCY — Delivers 
thorough comfort. Not just 
a spot heater, NOMA car- 
ries warmth to every cor- 
ner of the room — 100% efficient — all 
electricity is converted into useful heat. 





SAFETY — Baby-safe and 
The heat’s in the 
not in the metall 











dich. IN TUBE 


DURABILITY — NOMA’s 
spot-welded construction 
provides lifetime dura- 
bility. Nothing to wear 
out, lasts indefinitely without servicing to 
maintain your reputation for quality sales. 


For complete information and 
name of your nearest distributor, 
write or wire NOMA to 

Specifications 
NOMA “A3” HEATER. .Length 2 


Height 8%", Width 6", 115 and 230 
Yous, 1000 Watts, AC or DC, Weight 


NOMA nr 


»-Length 2 
Width 6 1 we 223 
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3 Durable Colors: 


Taupe finishes. 





Aandy ae a 


Zuich-Dryer, too 


NOMA has no_ dust-catching 
fans or moving parts, so it dries 


hair and personal 
wash items really 
clean. Extra-length 
plug-in cord (8 ft.) 
lets you move the 
NOMA heater 
around where you 
want it. 








OOM HEATER 








Brown 
wrinkle, smooth Ivory and 
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a Great Product 


Silent Breeze Ventilating Fans are a proved product— sell fast 


WITH YEAR-AROUND PROFITS ASSURED BY 
THE COMPLETE SILENT BREEZE SELLING PLAN 





Here you have it—just what you've been looking for to boost 
appliance sales and to increase appliance profits: A rich and 
virtually untapped market . . . a product of proved depend- 
ability that provides a complete change of healthful, in- 
vigorating air for home, shop, factory or public buildings 
in just a few minutes... plus a complete, hard-hitting selling 
program that produces profitable sales in season and out— 
the year-around. 

So cash in on this tremendous, ready-made market for 
ventilating fans by selling the product that offers maximum 
profit opportunities and maximum selling assistance. Write 
or wire today for complete details on Silent Breeze Venti- 


lating Fans. 


HOLCOMB & HOKE MFG. COMPANY, INC. 
1545 VAN BUREN STREET + INDIANAPOLIS 7, INDIANA 








and offer plenty of profit margin. Engineered and built by a long- 
established manufacturer. A great product for a great market. 








Deferred Payment Plan 
Heads 5-Point Program 


1. WINTER SELLING Made easy with the Silent Breeze 
DEFERRED PAYMENT PLAN. Customers can “order to- 
day ... start Payments in May!’’ Forcefully put across in 
newspaper ads prepared for dealer use. Opens up an en- 
tirely new era in Selling ventilating fans, 


2. SUMMER SELLING Boosted by a hard-hitting dealer 
newspaper campaign for the big fan-using months! 


ts NATIONAL ADVERTISING ~Backing up both summer 
and winter local campaigns—and in-between—in leadin 
consumer magazines. ‘ 


4. SALES PROMOTION AIDS— Leaflets, folders, displays 
and many other Sales-builders to 


keep Silent B 
the customer's eye! Ot breeze in 


5. SELECTION AND INSTAL- 
LATION MANUAL—A handy 48- 
Page guide for every dealer, 
with complete data to make 
every installation a Success! 
Most comprehensive book of its 
kind ever Published. Write for it. 

























VENTILATING FANS 


V AIR 
“*TiaTigy prys cooLlns te ie MOTI Oy 
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See our Exhibit—7th International Heating & Ventilating— 
January 27th-3lst, 1947, Cleveland, Ohio 
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Here’s what one utility And here’s why 


executive looks for LIERS give him 

in fluorescent lighting fixtures: what he wants: 

(1) “We are interested in knowing that (1) Fleur-O-Liers, made by a group of leading fluores- 
the fixture will give excellent service to cent fixture manufacturers, are built to exacting speci- 
the consumer. If we recommend a fixture, fications, set up by lighting experts, for performance, 
naturally, we want our customer who construction and service. They are tested, checked and 
buys on our recommendation to be certified as meeting those specifications by Electrical 
pleased with the product.” (2) “And we Testing Laboratories, Inc., and identified by the Fleur- 
want to know whether or not the fixture O-Lier label on every fixture. (2) Specifications for 
has built-in capacitors which will insure Certified Ballasts in Fleur-O-Liers require power factor 
constant high power factor.” correction ... and assure reliable operation. 






. 
Through the Certified Fleur-O-Lier Program contractors and distributors, as well as utilities, 
can feel assured that their customers will get dependable, economical service and superla- 
tive lighting performance from fluorescent fixtures labelled “Certified Fleur-O-Lier”’. 


———— —— = oe er a ee ee Gee Gee Ge Gee eee ee ee oe ——— eS ee come 


FLEUR-O-LIER 
Manufacturers 


Fleur-O-Lier is not the name of an individual manufacturer, but of a group of 27 lead- 
ing fixture manufacturers. Participation in the FLEUR-O-LIER MANUFACTURERS’ pro- 
facturer who lies with FLEUR-O-LIER requirements. 


iP 








gram is open to any 
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Each of these BENDIX washers 


has done 100 years of service 


THESE BENDIX AUTOMATIC WASHERS were recently, 
decommissioned after having done more than 320,000 
washings in 44 months at the Coast Guard Academy, 
Groton, Conn., and the Submarine Base, New 
London, Conn. Each machine averaged between 
15,000 and 17,000 washings! And they’re still in fine 


running order! 


TRANSLATED into terms of family use—say three wash- 
ings a week—each of those twenty Bendix washers 
delivered a century of service in that 44 month period. 
And you may be sure nobody babied them—they 
washed everything from dungarees to skivvies . . . 


efficiently . . . automatically! 


Unretouched photograph taken 


November 1946 at Boston, Mass. 





WHEN YOU SELi a Bendix. you're selling proved de- 
pendability in automatic washing. You're offering 
a machine with a nine-year record of performance, 
not only in spectacular cases like this one, but— 
what is just as impressive—in a half-million homes, 
where the Bendix earned its position as the World’s 


Most Wanted Washer. 


BENDIX HOME APPLIANCES, INC., SOUTH BEND, IND. 
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Now! Sperti switches on the advertising power for you 


. . - ON THE SENSATIONAL SUPER-POWERED 575-WATT 


Spent 2-in-| ULTRA-VIOLET-INFRA-RED LAMP! 


MODEL $-200 





USE SPERTI'S GENEROUS COOPERATIVE 
ADVERTISING PLAN TO CASH IN ON THIS 


ae ie ee eee rons oe 
SD eg eee cerene re 


BIG NATIONAL ADVERTISING 


Join the thousands of dealers who are running 
local tie-in advertising on this cooperative plan 
. . . let your customers know your store is 
local headquarters for this sensational lamp. 


seller for the worst-of-winter n ths 


about it regularly 





Big, dramatic advertising in America’s most widely-read weekly maga- 
zines will be selling your customers this sensational Sperti 2-in-1 Lamp 
that provides ultra-violet or infra-red at the turn of a switch. 














Route those customers into your store by tying- 
in with this tremendous national advertising cam- 
paign. Plan your own campaign on the Sperti 
2-in-1 Lamp in your local newspaper. Use the 
generous Sperti Cooperative Advertising Plan 
that makes your advertising dollars do double 
duty. For full details, write, wire or phone your 
distributor. If you don’t know his name, write 
Sperti, Inc., Cincinnati 12, Ohio. 

2-IN-1 FEATURES MULTIPLY SALES! 


© Super-powered, 575 watts © Operates on AC or OC * Genuine 
mercury arc ® $ inf des lined stand adjusts to any 
height or position © Designed by a Id-fa scientist © Ap- 
proved by Underwriters’ Laboratories 


RETAIL $48.50 complete with scientifically-tested 
goggles and instruction book 
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Also stock the new super-powered 
600-watt Sperti Suniamp 
(Model H-300 ) 


One of the fastest-tanning 
sunlamps ever made for 
home use. Operates on 
AC or DC, genuine high- 
intensity mercury arc. 
a adjustable 
stand. Retail $64.50 & 
complete with scien- 
tifically-tested gog- 
eae instruction 


















Also display the 
sensational Sperti 
560-watt Portable 
Sunlamp. Compact 
as a camera. Tans fast. 
Retails at only $37.50 








PRODUCTS OF Serte CINCINNATI 12, OHIO . RESEARCH - DEVELOPMENT « MANUFACTURING z 













































Every commercial shape and size of G-E lamp—incandescent or fluores- 
cent—for indoor or outdoor fixtures—are distributed by Graybar. Clear 
lamps. Frosted lamps. Colored lamps. Germicidal lamps. Glow lamps. 
Heat lamps. Flashlight lamps. Yes, and every other specialized type—in- 


cluding the new Circline and Slimline fluorescents. 


Faster Delivery from Local Stocks 
Graybar maintains lamp stocks at warehouses strategically located in 
over 90 principal cities throughout the nation. Although all the lamps 
you want may not be immediately available, your surest way to obtain 
them as fast as possible is via Graybar. 


Expert Advice on Lighting 


Whatever your lighting requirements, Graybar can impartially recom- 


mend the exact lighting equipment for your particular needs from the 
most complete selection of lamps and lighting units available from any 
one source. 

Our nearest branch office will welcome an opportunity to demonstrate 
the advantages of Graybar lighting service to you. Graybar Electric Com- 


pany, Graybar Building, New York 17, N. ¥ 4668 
Ee re ee ee ee ae ee Pe ee ee ee { 
TO USERS OF LAMPS 
IN BIG QUANTITIES: 
| Ask us about a Graybar Lamp Contract, which can relieve , 
| you of all lamp-buying details and give you attractive cash i 
i Savings. | 
J 


si cin ene ie ene nan din ab a a ee eR ee le ee ne we eels nett a 


IN OVER 90 PRINCIPAL CITIES 


Lverylhin 
ine 
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THERMAG 


AUTOMATIC 
CIRCUIT BREAKER 
PANELBOARD 


There is no need to worry about short circuits .. 
dangerous overloads .. . burned out equipment... and 
other similar costly and irritating service interruptions 
. . . with @ Thermag Automatic Circuit Breaker 
Panelboards. 


Built from standard units and enclosed in attractive 
easy-to-install steel cabinets, these modern Under- 
writers’ Laboratory-approved Panelboards are ideal 
for schools, commercial and industrial installations. 


The heart of these modern and efficient panelboards 
is the & Thermag (Thermal-Magnetic) Circuit Breaker 
which insures positive circuit protection by combining 
two important functions in one working unit...a 
thermal action that ignores harmless overloads and 
temporary surges of current, plus a magnetic action 
that instantaneously interrupts current at the first 
sign of short circuit or dangerous overload. 


TO RESTORE SERVICE 


ne woON 
” POSITION / : 
(After Removing Cause of Trouble) 
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--- gives you 
FASTER 
MORE POSITIVE 

CIRCUIT PROTECTION 








Easy to operate, requiring only the “flip of the 
handle” to restore service...when the trouble is 
eliminated ...panelboards with € Thermag Auto- 
matic Circuit Breakers are today’s answer to tomorrow’s 
service problem. So insist that your next panelboard be 
an @# Thermag Automatic Circuit Breaker type. 


€® Thermag Circuit Breaker Panelboards are avail- 
able in standard and narrow column types, also dust- 
tight and vapor-proof construction panelboards. The 
type AC Thermag Circuit Breakers are furnished in 
15, 20, 25, 35, and 50 amp. capacities for 120 volts AC 
— single or double pole. Panelboard assemblies have 4 
to 42 branch circuits with 115-230 volt, 3-wire, or 
120-208 volt, 4-wire solid neutral mains. 


For more complete information regarding specifica- 
tions and costs, write for Bulletin No. 67. 


 BUSDUCT 

e PANELBOARDS 

© SWITCHBOARDS 

© QUIKHETER 

© SERVICE EQUIPMENT 
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With the experience 
gained in a quarter- 
century, embracing 
thousands of installa- 
tions... the name 


“Great National” is 





synonomous with all 
that is finest in 
Evaporative Cooling. 


Great National's 
sensational 
‘All-Weather’ 
control 
available wit 
either model 











Write NOW for dealership in your territory! 


GREAT NATIONAL AIR CONDITIONING CO. 


2125 North Harwood Street, Dallas 1, Texas 
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He writes only in 





INADEQUATE WIRING, the industrial jinx, embezzles millions 


every year. It would take quarts of red ink to record the toll 











*WIRE AHEAD, a new booklet 
discussing preventive mainte- 
nance...the symptoms of inade- 
quate wiring...and presenting 
plans for anticipating electrical 
demand, is now in preparation. 
We shall be glad to send it on 
request assoonasit is available. 


AuaGounA ANACONDA WIRE 


parr ar Onk 
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he takes in unproductive wages, lost production and spoilage. 
For, when he attacks, through overloaded, over-extended, 

obsolete wiring, efficiency can drop from 25 to 50 percent. 
To shut out this costly scribe, talk to your plant power engi- 

neer, consulting engineer, electrical contractor or power sales- 


man.” They can write him off... before he gets into your books. 
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TYPE M0.4 


Ste gp 
SANER amps o, 
ON TRIPPED N HANDLES 








MULTI-BREAKER ~— 


Magnetic trip operates in a fiftieth of a second or faster, even on minor 
shorts. Thermal bi-metal element provides time-delayed tripping on 
moderate overloads. That’s THERMAL-MAGNETIC Protection . . . built 
into Federal’s new Type M04—the smallest, lowest-priced, most efficient 
Multi-breaker ever produced. - 


1 4-pole range @ For flush or surface mounting @ Only 5 1/16” x 7 3/16” ra 
x 27/8” «& Wire ratings 15, 20, 30 amp. @ Ideal wherever two lighting 
or appliance circuits and a small electric range circuit are needed... 
or where four lighting or appliance branch circuits are needed. 


FEDERAL ELECTRIC PRODUCTS COMPANY—Executive Offices: 50 Paris Street, Newark 5, New 
Jersey. Plants: Hartiord, Connecticut; Newark, New Jersey; St. Louis, Missouri. 
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Write for Bulletin No. 154 IND US TRIAL CONTROLS 


FEDERAL ELECTRIC PRODUCTS COMPANY, MANUFACTURERS OF A COMPLETE LINE OF ELECTRICAL PRODUCTS INCLUDING: 
MOTOR CONTROLS, SAFETY SWITCHES, CIRCUIT BREAKERS, SERVICE EQUIPMENT, PANELBOARDS AND SWITCHBOARDS am. 
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Prelude to 
BIGGER PROFITS.IN 47... 


Plan NOW 
to Sell 


wlaie Attic Fans 











RADE MARK 





COOLAIR Home-Cooling Units are high 
on the list of potential profit-makers for 1947. 
Wide-awake dealers, aware of this opportunty, 
are rapidly tying-in with this line of quality fans. 

MANY DEALERS have already chosen 
COOLAIR, because they know that The Coolair 
Corporation is the pioneer in designing and 
manufacturing large belt-driven exhaust fans 
. . » has specialized for many years in perfect- 
ing this one type of product! They have chosen 
COOLAIR because they know that the many ex- 
clusive patented features will protect them in 
the years to come. And they have chosen COOL- 
AIR because they know that the greater value 
in this modern home-cooling equipment means 
increased business and increased PROFITS for 
them! 


Your COOLAIR DISTRIBUTOR or agent 
will gladly point out to you these profit oppor- 
tunities. For complete information, get in touch 
with him today. Or you may write us direct at 
the factory. 


A full description of the Coolair line, with tables showing 
models, dimensions, performance data, etc., can be found in 
SWEET’S CATALOG FILE SWEET’S CATALOG FILE 
Architectural For Builders 
AS.H.V.E. GUIDE ELECTRICAL BUYERS REFERENCE 


: ;i oe oe a Sf £8 "¥ » 
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3604 MAYFLOWER ST. JACKSONVILLE 3, FLORIDA 











SWITCH AND 
RECEPTACLE 


PLATES 


A TYPE FOR EVERY JOB 


D & M ALUMINEX switch and receptacle 
plates are made by specialists to meet every 
requirement of contractors. ... They are 
light, break-proof, beautiful. . . . Made of 
pure aluminum with baked wrinkled enamel 
finishes in Brown and Ivory. . . . Hammered 
aluminum for commercial use. . . . An out- 
standing line... ALUMINEX Plates are profit 
builders for contractors everywhere. Order 
today by catalog number from your jobber 


... PROMPT DELIVERY. 









MY CONTRACTOR N EVER ) 


MISSES A BET... FOR 
FINISHING PLATES IT'S 








ALWAYS ‘ALUMI NEX) 


SEE YOUR 
ELECTRICAL WHOLESALER 


















EM 


MANUFACTURING COMPANY 


* INCORPORATED * 
Largest Manufacturers of Finishing Plates in the World 


SALES OFFICE: 80 WEST PEACHTREE PLACE, N.W., ATLANTA, GA. 
PLANT AT MARIETTA, GEORGIA 
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1946 - Year of Progress 
- Year of Promise 


DeEspireE ALL other factors, the elec- 
trical industry, comprising electrical 
manufacturers, electrical wholesalers, 
appliance dealeis and electrical con- 
tiactors, and the electric light and 
pewer companies, faces 1947 with onc 
point certain: there is still a tremend- 
ous demand for its products and serv- 
ices—a demand sufficient to assure 
good business prospects for at leasi 
several years. 

Although the past year has not 
been the rosy “postwar” era which 
so many were led to expect, it was a 
year of continuous improvement in 
conditions as they affected the electri- 
cal industry. 

For the light and power companies, 
it was a year of phenomenal growth 
in the number of customers served. 
Despite the housing shortage and the 
aifficulties encountered in getting 
poles, wires, and equipment, nearly 
2,000,000 new customers were added. 
Added to this is a backlog of over 
600,000 applications for service, wait- 
ing on materials and availability of 
ample skilled labor, indicating that 
1947 will match 1946 in increase. 
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During 1946, new records for the 
consumption of electricity were set 
by all classes of consumers except in- 
dustrial. In the case of residential or 
domestic customers, the average an- 
nual consumption at the end of the 
ycar had increased to 1,330 kilowatt- 
hours, an increase of 101 kilowatt- 
hours during the year. This was the 
largest annual increase ever recorded. 
It compares favorably, for example, 
with the increases of 78 and 81 kilo- 
watt-hours recorded in 1945 and 
1944, respectively, and with the in- 
crease of 34 kilowatt-hours recorded 
in 1941. 

Appliance Deliveries Up 

The appliance dealers biggest diffi 
culty during the past year, of course, 
was the matter of obtaining equip- 
ment to sell. Yet every month in the 
year saw some progress made in this 
1espect. Notwithstanding the strikes 
and shortages in basic raw materials, 
production of household appliances 
increased during the year to a point 
where by October, 1946, production 
was well ahead of 1940-41 monthly 


ELECTRIC RANGES 
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THOUSANDS OF UNITS 





production in the case of practically 
every appliance except refrigerators 
and sewing machines. The following 
data released by the Civilian Produc- 
tion Administration on November 
26th illustrates this point: 


Electric Ranges—October shipments, 
75,000 units; 1940-41 average monthly 
rate, 47,000; October shipments 59 
per cent above 1940-41 average month- 
ly rate. 

Washing Machines—October  ship- 
ments, 265,000 units; 1940-41 aver- 
age monthly rate, 158,000; October 
shipments 68 per cent above 1940-41 
average monthly rate. 

Refrigerators — October shipments, 
280,000 units; 1940-41 average month- 
ly rate, 309,000; October shipments 9 
per cent below the 1940-41 average 
monthly rate. 

Vacuum Cleaners—October _ ship- 
ments, 266,000 units; 1940-41 average 
monthly rate, 156,000; October ship- 
ments 64 per cent above 1940-41 aver 
age monthly rate. 

Electric Water Heaters — Octobez 
shipments, 57,000 units. (Exact com- 


MECHANICAL REFRIGERATORS 


00 
300 





1940 











200 J 
© = 
¢: 
wt 

502 

50 ~ - 
- g 

100 g - 

25% 
= 

50 y 











Poy es eee eter osc Se eS 
JF MAM J J 
1946 








Bee 2 
A S O Percent of 
Pre-wor Rate 





Source Bureou of Census 































RADIOS 
te 
ps 175 
Y 
2 
150 ” 
z 
°o 
z 
2 
ul 
9° 
5 
100 & 
4 
J 
$0 & 
= 
ws 
a 
fe) RP SOEK PERER RRRK BARR ORR, BREE fe) 
voeA Percent of 
946 Pre war Rate 


parison with average monthly produc- 
tion during the 1940-41 period is not 
available. Production of water heater; 
of all types during October, 1946, how- 
ever, was 84 per cent above the 1940- 
41 average monthly production rate.) 

Sewing Machines — October ship- 
ments, 45,000 units; 1940-41 average 
monthly rate, 67,000; October ship- 
ments 33 per cent below the 1941 
average monthly rate. 

Radios — (Including record players 
and phonographs) October shipments, 
1,800,000 units; 1940-41 average 
monthly rate, 1,100,000; October ship 
ments 68 per cent above 1940-43 
average monthly rate. 


Although these figures would in- 
dicate that in the latter part of 1946 
appliance dealers should be receivinz 
merchandise in quantities equaling, 
if not exceeding, that obtained in the 
1940-41 period, surveys do not bear 
this out. Nearly two-thirds of the re- 
tail appliance dealers believe that they 
are not getting their “share” of mer- 
chandise available. ‘The answer, per- 
haps, is to be found in uneven distri- 
bution and the very considerable in- 
crease in the number of retail stores 
established in the household appliance 
field in the last two years. The main 
point to be emphasized, however, is 
the fact that conditions have improv- 
ed to a marked extent in the latter 
part of 1946 and should show further 
improvement in 1947. 

The business of electrical contrac- 
tors during 1946 was affected adverse- 
ly by the labor and material shortages 
which retarded output of copper wire 
products and electrical wiring devices. 
Even though production of wiring de- 
vices had increased in September to 
a point nearly double January produc- 
tion, the supply was still far short of 
the demand, and it is obvious that 
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serious deficiencics will still exist ai 
the close of 1946. 

The business of electrical contrac- 
tors has been further complicated by 
the regulations which have reduced 
the amount of commercial, indusiria! 
and institutional construction. For 
the most part, however, the availabil- 
ity of materials has been the limiting 
factor in business volume both for thc 
larger contractors who generally spe- 
cialize in commercial and industria: 
work and the smaller contractors who 
specialize in residential construction. 


Dealer Problems Ahead 


Although there are indications thai 
the production of appliances will 
reach sizeable proportions in 1947, 
this will not necessarily mean that the 
individual dealer’s problems will have 
been solved. The greatly increased 
aumber of dealers is a definite indica- 
tion that competition will become 
keener as the quantity of merchandise 
increases. Increasing price levels will 
bring this about even quicker than 
inight have been true otherwise. Per- 
haps the most important considera- 
tion for every dealer is to make cer- 
tain that he is maintaining his busi- 
ness on a profitabie basis; that he 1s 
not being induced through competi- 
tion to overlook some portions of his 
overhead costs. 

Another important consideration 
for 1947 is the matter of expanding 
and training the sales staff. ‘The most 
successful dealer will be the one who 
properly gauges the time when hi: 
staff should be expanded and should 
receive intensive training. Obviously, 
during the period of limited merchan- 
dise, most dealers have maintained 
only a skeleton sales staff—working 
on the salcs floor only. To expand 
this staff too soon would increase 
overhead costs beyond the point just:- 
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who delays too long in the matter of 
selecting his outside sales staff and 
train‘ng them may find the best men 
cmployed by his competitors, and, 
may thus find his sales greatly reduced 
for a period when the market first 
changes from a seller’s to a buyer's 
1iarket. 


Contractors’ 1947 Problems 


Heading the list of problems facing 
ihe electrical contractors in 1947 will 
be that of matenal shortages. It does 
not appeai ihat the production of 
electrical construction materials will 
catch up with demand in 1947. Con- 
sequently, contractors will still find 
it difficult to bid lump sum prices. 
They will continue to face such prob- 
lems as industrial and government 
agencies buying their own materials 
and asking for bids on labor only for 
installation. If regulations limiting 
the amount of conimercial and indus- 
tiial construction are continued, the 
larger coniractors who have generally 
specialized in this work will find it 
uccessary to seek some business in the 
residential construction field. This 
will require reorganization of the'r 
crews and, perhaps, the working out 
of new arrangements with labor as to 
production and pay rates. 

All electrical contractors appear to 
be facing another urgent problem: 
that of building up the quality of 
labor. There is a marked shortage of 
skilled workmen. In the opinion of 
some leaders in the field, this shortage 
dates back to the 1930’s when many 
skilled workmen left the industry. 
Few apprentices wcre trained and the 
average age of skilled workmen in this 
industry increased considerably. The 
problem is further complicated by the 
fact that thousands of unskilled work- 

(Continued on page 84) 
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“Co All-lectric’ Program Launched 
To Develop Small-Town Market 


THE THEME and slogan of the elec- 
trical industry’s newest program is 
“Go All-Electric—the Modern Way.” 
Its objective is greater utilization of 
electricity in the 14,000,000 homes 
that make up America’s great rural 
and small-town market. 

Somewhat ignored before the war, 
because intensive sales effort was not 
economically practical, this market 
now looms as the number one load 
builder for utilities and as a newly- 
discovered public to keep production 
higher for electric appliance manufac- 
turers. As to why it is possible to 
cultivate this market now, the answ- 
er is found in (1) the tremendous 
strides made in rural electrification, 
and (2) the new appreciation by 
farmers of electricity as a time, labor, 
and money saver. 

Just launched, with the mailing of 
thousands of elaborate 32-page plan 
books to utility executives, REA co- 
operative managers, wholesalers, 
manufacturers and editors, the ‘‘Go 
Ail-Electric” campaign is the resuii 
of a year’s careful study and consul- 
tation by all interests concerned. Ini- 
tiated and distributed by the National 
Electrical Manufacturers Association, 
it has been developed in close collab- 
oration with the Edison Electric 
Institute, the trade association of the 
electric light and power companies 
of the country, and with officials and 
field personnel of the Rurai Electrifi- 
cation Administration. 

Headquarters of the National Elec- 
trical Wholesalers Association has 
been appraised of ail developments as 
the campaign took form, and farm 
publication editors have been consult- 
ed and have made valuable contribu- 
tions. Thus the entire industry will 
present a united, coordinated front to 
flame-fuel competition with a pro- 
gram which is certain to ‘talk thc 
language” of the rural-small town 
customer for greater home utilization 
of electric power. 

The plan book explaining this cam- 
paign first reviews the tremendous 
market “beyond the gas mains” of our 
large cities, states the current com- 
petitive situation and the need for ac- 
tion, then presents a program and the 
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promotional pieces to put the cam- 
paign into effect at local levels. Un- 
usual in a book of this type, many 
pages are devoted to presenting sug- 
gestions, ideas and detailed procedure 
on such matters as setting up a rural 
department, securing distributor co- 
operation, organizing dealers, ways of 
genuinely helping dealers, how to put 
on rural promotions, obtain farm 


paper publicity, and schedule adver- 
tising. 

Two courses of actien are suggested 
—(1) consumer education, and (2) 
sales training. To get the rural pub- 
lic thinking of electricity in terms of 
scores of applications beyond such 
elementary uses as lights, radio, the 
vacuum cleaner and the food mixer, 
there is available a set of four hand- 











NEMA’s 32-page plan book outlining the “Go All-Electric” Program which 
urges two courses of action: consumer education and sales training. 
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More than a year of careful study has gone into the preparation of the pro- 
gram details and the materials for use in promoting it. Shown here are some 
of the mats, envelope stuffers, and other items available. 


some 3-color mailing picces, an equa. 
number of stuffers or counter give- 
aways, a wide assortment of ready- 
io-use ad mats in three sizes for rurai 
ucwspapers, a powerful indoor poster, 
24-sheet poster for outdoor boards, a 
decalcomania of the “‘Go All-Electric”’ 
seal to identify utilities; offices, REA 
cooperatives’ offices, and wholesalers 
and dealers’ stores with this program, 
a series of radio spot announcements, 
and a sheaf of publicity releases. 


Three Themes Emphasized 


Throughout all of this material are 
three oft-1epeated themes: 

Only Electricity Can Do All the 
Jops 

Electricity Can Do All the Jobs 
Better 

Electricity Alone Does the Jobs 
More Economically 

That last theme develops the idea 
tuat, just as applcs cost less by the 
bushel than by the dozen, electricity 
costs less per kilowatt-hour as greate1 





utilization is made of it. Also, that 
as long as a householder is a small 
user of both electricity and a flamc 
fuel, such as liquid petroleum gas, he 
pays small-quantity, high unit prices 
for each. It is pointed out that, since 
only electricity can do all the jobs, 
it is more economical to “Go All 
Electric” and thus get into the lower 
tate brackets for cooking, water heat- 
ing, and scores of other applications. 

Because this market is new to many 
salesmen, and to enable many dealers 
to counter intelligently the claims 
made for liquid petroleum gas, strong 
emphasis is placed upon sales training, 
and aggressive sales training helps are 
made available. Outstanding is a mo- 
tion picture with sound, “Singing 
Wires,” which is to be used not on'y 
with sales groups, but is intended also 
for showing to granges, 4-H and Fu- 
ture Farmer meetings, women’s clubs, 
parent-teacher groups and _ county 
agents, vocational agriculture teachers, 
and home demonstration agents. A 





ELECTRICAL SOUTH for JANUARY, 1947 





light plot, well-handled by profession- 
al actors and directors, carries the ac- 
tion through electrified and non-elec- 
trificd rural homes and sells the ad- 
vantages of going “All-Electric—the 
Modern Way.” 


Sales Handbook Available 


Long-needed by this industry, an 
“Electric Appliance Sales Handbook” 
is being made available which has 
been written by the managing editor 
of a leading trade paper with the help 
and collaboration of leading manufac- 
turers. It presents the complete sell- 
ing process in simple terms, is pack- 
ed with competitive data and valuable 
siatistical tables, and this 200-page 
manual should receive a warm wel- 
come from all branches of the indus- 
try. Also, for use by sales managers, 
there will be a fully-developed, power- 
ful slide film and leadei’s guide. 

Preparation of this campaign was 
approved by the Board of Governors 
of NEMA about a year ago, and the 
project placed in the hdnds of the 
Rural and Suburban Market Develop- 
ment planning subcommittee, headed 
by W. J. Cashman, director of promo- 
tion and publicity for Landers, Frary 
& Clark. 

“Consumers in the rural and small- 
town markets,” says Mr. Cashman, 
“have yet to be educated to the desir- 
able features of going all-electric. Mil- 
lions in this market still cling to out- 
moded methods because they fail to 
appreciate the many advantages—new 
standards of living, new high levels 
ot income—that clectricity can pro- 
vide if properly employed in the home 
and on the farm. Hundreds of thou- 
sands annually purchase LP-Gas and 
other flame fuel appliances, even 
though electricity is in the home, be- 
cause they have not been properly 
told of the low operating costs, safety, 
and convenience of the many electri- 
cal services available. 

“To out-do the aggressive cam- 
paigns of competition, all factors in 
the electrical industry must plan, 
spend, and work together. Industry- 
wide cooperation is absolutely essen- 
tial if we are to convince 14,000,008 
rural and small-town families that it is 
to their advantage to ‘Go All-Elec- 
tric’.” 

Reviewing the market under dis- 
cussion, the NEMA plan book advises 
its readers that, while 17,000,000 


families live in urban communities of 
10,000 population and over, an equa: 
number of occupicd dwellings are to 


be found in the small town, rural 

farm, and rural non-farm areas. The 

current prosperity of America’s farm- 
(Continued on page 80) 
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New Conductor Ratings for 1947 


Changes affecting conductors in the 1947 Edition of the 
National Electrical Code include general use for Type RU | 
and new current carrying capacities for nearly all types. | 


PARTICULARLY IMPORTANT are the 
changes made in Chapter 3 of the Na- 
tional Electrical Code in the 1947 
edition to be relessed early in 1947. 
This chapter deals with wiring meth. 
ods and materials. 

As rearranged and revised in the 
!947 Code, Article 300 now contains 
ouly the general requirements for wir- 
ing methods and a new article, num- 
ber 310, has been addcd which covers 
the subject of “Conductors” in a com- 
pichensive way. Based on the re- 
quirements in the new Code, the ac- 
cumpanying tabulation summarizes 
the various typcs of wire recognized, 
the sizes and uses authorized, the cur- 
rent carrying capacity, etc. The items 
shown in red are those which differ 
{rom requirements of the previous 
Code edition. 

The following paragraphs summay:. 
izing the changes in the 1947 Code 
iclating to conductors are excerpts 
from a discussion presented by Henry 
J. Cluver, district engineer, Wire and 
Cable Department, United States 
Rubber Company, at the recent meet- 
ing of the Southern Section, Inter- 
national Association of Electrical In- 
spectors, in Asheville, N. C. 

Article 310 of the 1947 National 
Electrical Code is new and is an out- 
growth of changes in the 1940 Code, 
particularly Chapter 3. The intent 
of the article is to provide that con- 
ductors shall have mechanical strength, 
insulation, and current carrying capa- 
city which are adequate for the con- 
ditions under which they are to be 
used. Before discussing the changes 
in detail, the more important revi- 
sions which have taken place are as 
follows: 


Principal Changes 


All types previously having a max- 
imum operating temperature limita- 
tion of 50° Centigrade now have 
veen approved for operation up to 
60° Centigrade. 

Types RP. RPT and RHT have 
been eliminated. 

There has been a decrease in the 
insulation wall thickness for Types R 
and RH in that sizes 14 and 12 now 
have a 2/64” wall instead of 3/64”. 
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Type RU latex grade wire has been 
adopted for general use in sizes 1+ 
to 6. 

Type T, formerly designated as 
SN in the 1940 Code, and ‘Type TW 
have been adopted for general use in 
sizes 14 to 4/0, and for open work in 
sizes 14 to 2 million circular mils. 

The fixture wiies, Types RF-32, 
FF-32, TF and ‘TFF are approved 
on a 60 volt basis. 

There has been a modification oi 
the allowable currcnt carrying capac - 
ties for all types. 

The changes just mentioned are 
quite broad and affect the more com- 
110n types shown on the chart which 
makes a direct comparison of the 1947 
Code with the 1940 Code as to max- 
imum operating temperature, approv 
ed sizes, insulation wall thickness, 
uses, and current carrying capacity. 
All changes from the 1940 Code arc 
shown in red. 

Type R wire utilizes a compound 
similar to the old performance grade 
and possesses beticr aging than thc 
1940 Code Type R. This has per- 
mitted an increase in the maximum 
operating temperatures to 60° Cent:- 
giade. As to approved sizes, it can 
be seen that no change has taken 
place. Type R is still used in sizes 
i4 to 2 million circular mils. 

Opposite insulation wall thickness; 
it is shown that for sizes 14 and 12 
the new wall is 2/64”. This is showr 
in red. Continuing down the column, 
we see that there has becn no change 
in status as to use under the 1947 
Code. 

An important change has taken 
place in the allowable current carry- 
ing capacity in almost all sizes. The 
chart, however, shows the change up 
to only size 2. These values have 
been extracted from Tables 1 and 2 
of the 1947 Code. 

For Type RH the maximum operat- 
ing temperatures iemains unchanged 
at 75° Centigrade for sizes 14 to Z 
million circular mils and like Type R 
ihe insulation thickness has been re- 
duced to 2/64” for sizes 14 and 12. 
Ia these sizes the construction is the 
same as Type RHT which has been 
climinated. Type RH continues to 


be approved for general use under 
the 1947 Code. Notice that the new 
current carrying capacity values have 
been reduced so that now sizes 14 to 
10 have the same rating as for ‘Type 
R. For sizes larger than No. 2 which 
are not shown, the current limitations 
tor Type RH are approximately the 
same as in the 1940 Code. 

Type RW now is a 60° Centigrade 
wire which change is shown in red. 
It is still approved in sizes 14 to 2 
million circular mils without change 
in wall thickness or in its use. Notice 
that in addition to being approved 
tor general use, it 1s also adopted for 
use in wet locations. With reference 
to the current carrying capacity, the 
changes indicated are identical with 
those of Type R. 

The types just discussed are insu- 
iated for the most part with synthe- 
tc rubber: known as GRS, formerly 
called Buna S, since natural rubber 
is available only on a limited basis. 
The next type on the chart is RU 
which utilizes purified natural rubber 
{or insulation. 


RU Approved for General Use 


Type RU is still approved for 60° 
Centigrade maximum operating tem- 
perature but is now approved in sizes 
14 to 6. The 1940 Code recognized 
only sizes 14, 12 and 10. ‘The insula- 
iion wall thickness foi the additional 
sizes is shown on the chart as being 
z5 mils. An important change fou 
this type of wire is, that it is now 
adopted for general use. Previously 
Type RU was recognized for rewiring 
only. The current carrying capacity 
for Type RU has been modified as 
indicated in the table. 

Type T Wire utilizes a thermoplas- 
tic grade insulation and unlike the 
other types it has no outer fibrovs 
covering. ‘This type is recognized in 
sizes 14 to 2 million circular mils but, 
as can be seen on the chart, is approv- 
ed for gencral use only in sizes 14 to 
4/0. For open work it is recognized 
{rom 14 to 2 million circular mils. 
The current rating has been reduced 
as indicated in the table. 

The last type to be considered is 
TW which like Type T is approved 
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ior 60° Centigrade temperature op- rent carrying capacities in Tables 1 iors in conduit for rewiring, does noi 
eration. ‘TW is a new designation and 2 of the 1947 Code have been appear in the 1947 Code since these 
not previously recognized. This ther- changed. lypes have been discoutinued. 
moplastic type is adopted on the Table 3 has been added and deals Table 7 pertaining to the number 
same basis as Type T but since it has with the allowable current carrying of conductors per conduit for rewir 
a low water absorption characteristic capacity of flexible cords and fixture ing has been omitted from the 1947 
1t is also recognized for use in wei wire. Code since Types RU and T have 
locations. This type bears the sam: Table 4 gives the number of con- now been adopted for general use. 
relation to T as Type RW is to R. ductors in conduit or tubing and has Table 9 which lists the number of 
The thermopiastic types Tand TW = tc en changed in a number of instan- conductors above nine permissible in 
aie also gasoline and oil resistant ancl _ces, for example, 7 conductors of No. a conduit has been revised on a low 
may be used where these conditions 14 now require a 1” conduit instead cr basis but now includes Types RU, 
prevail providing the manufacturer cf 34”, or 7 conductors of No. 10 TF, T, TW and RF 32 in addition 
has secured Underwriters’ approval. now require a 1” conduit instead of | io Types R, RH, RW. 
cr From the chart it can be seen that 1%”. These are examples of only a Table 10 of the 1940 Code dea'- 
Ww the types under consideration now few of the changes. ing with the three conductor con 
ve have the same maximum current car- Table 5 applies to the number of vertible system for the number of con- 
to rying capacity for sizes 14,12 and 10, _— conductors in conduit for Types RL _—_ ductors in conduit has been eliminal 
De and with the exception of Type REI and RHL rubber lead cables and has cd. 
oh all now have the same current rating not been changed. Table 11 which gives the per cent 
ns tor corresponding sizes. Table 6 which gave the number of __ area of conduit fill has been retained 
1c As mentioned previously, the cur- Type RPT and Type RHT conduc- (Continued on page 38) 
Je 
d. 
- f | RH ae T RU T (Formerly $N) Tw 
Be .. gg 
vs Maximum | 1940 50¢ | 75¢ soc : soc soc 
od Operating 
or Temperature #1946 ; 75 ¢ j soc 60 c 
& oJ = gE 
1C = —_ . 2/64" —$14, 12,10 AWG 
h 3/64" —#14,12, 10 AWG 3/64” —#14, 12, 10 AWGHI3/64"—#14,12,10AWGH 15 vais ca 15 764) [3/6428 AWG 
1949 94/64” —#8—2AWG 9 4/64"—48—-2AWG = fJ4/64"”—78—-2 AWG ma, ta, eae see"_#8—-SAWG 
5/64” —#1—4/0AWG 9 5/64""—-41—4/0AWG 915/64” —#1—4/0 AWG 6/64”"—#1—4/0 AWG 
u- nsulation 
Wall ‘ 
c- Thickness 
lv 3/64” —#14,12,10AWGE = 18 Mils(1.15/64) [2/64”—#14,12,10 AWG 
y ssag 43/84” —#10AWG 3/64” —$10 AWG #14,12,10AWG = 3/64” —#8 AWG 
eI 4/64" —#8—-2 AWG §§4/64”"—48—2AWG 14/64” —#8—2 AWG 4/64’ —#6—2 AWG 
iS. 5/64” —#1—4/0 AWG 915/64” —#1—4/0AWG 15/64” —71—4/0 AWG 5/64”"—#1—4/0 AWG 
U 
er 
_ General General General Use Rewiring Rewiring 
Use Use 7 Only Only 
(Under in Wet Locations 
tr General U 
i Code) 1946 General General ae ” 
ol Use Use in Wet Locations 
eS 
“ Sizes sane #14—2000 MCM #14—2000 MCM #14—2000 MCM #14, 12, 10 AWG #14—4/0 AWG 
“Al (Under . 
al oo #14—4/0 AWG General 
1g = 1948 #14—2000 MCM #14—2000 MCM #14—2000 MCM 
01 
w 
| Open Open Open Open Open Open 
y Size Conduit* Wiring Size Conduit* Wiring § Size Conduit* Wiring Size Conduit* Wiring §Size Conduit* Wiring § Size Condult* Wiring 
is “4 «5 20 91422 2 814 (15 18 “4 «18 
ty 12-20 2 $12 «2 37 12 20 23 12 23 
a5 woh? 2 35 § 10 37 50 ff 10 25 31 10 (31 
. 8 35 48 8 49 69 8 35 8 41 
. sioalai 6 45 65 6 65 94 6 45 6 54 
a noob 4 60 87 4 86 125 4 60 4 72 
1e pid 2 8 eh 2 ww 7 § 2. 80 2 96 
1S (in Amperes) 
n 4 «15 20 9 14 4 «(18 14 
t 12 «20 12 12 20 12 
d 10 10 10 10 
v- 146 § 8 & 8 8 
0 6 6 8665 8 6 
d 4 4 125 § 4 4 
5 2 2 «15 170 2 . 
d 
d This comprehensive table compares conductor requirements cated in color. (Because of printing delays, the new edi- 
Is of the new edition of the National Electrical Code with tion of the Code will be known as the 1947 edition instead 
d Code requirements of the 1940 edition. Changes are indi- of the 1946 edition as indicated in the table above.) 
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Radio Market Data Revealed 
Through Publisher's Survey 


By Warren C. Rutland 


More THAN 850,000 families want 
to buy radios now, and many of these 
are planning to buy more than one 
set, according to results of a recent 
survey conducted by the Crowell-Col- 
lier Publishing Company, of New 
York City, publishers of The Amer- 
ican Magazine. 

This survey questionnaire was sent 
to a number of subscribers, represent- 
ing a good cross-section of the buying 
public and indicating the desires of 
the nation. 

Types Now Owned 

The survey indicates that the radio- 
phonograph is the most popular of 
all the sets. ‘The types of radios now 
owned by the responding families are 
as follows: 


Table models 43% 
Consoles (floor models) ________31% 
Portables __ aac eseeenee! 7 
Combination Radio-Phonograph 
(console) ____- Pe 
Combination Radio-Phonograph 
Oo) nr. | 


Of those answering the question- 
naire, 99% own one or more sets, 
while 41% own only one radio. Fac- 
tors most affecting the purchasers are. 
with men, the reputation of the 
manufacturer; with women, the tonc 
quality, with reputation of the manu- 
facturer running a close second. 

A definite trend in the location 
of radios about the houschold was 
shown in that 33% of the families 
who plan to buy table models wili put 
them in the bedroom, 32% will put 
them in the living room, and 21% 
in the kitchen. 

According to the results of the 
questionnaire, 46% of the purchasers 
will buy radios from a radio store, 
while only 12% plan to purchase 
from household appliance stores. The 
remaining respondents said that they 
planned to purchase from furniture 
stores, department stores, and music 
stores. 

F. M. (frequency modulation) was 
considered a necessity by 350,000 of 
those planning to buy radios in the 
next year. As for television, 67% 
of the respondents expect to buy a 
television set if they are put on the 
market at a price they can afford. 
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However, until broadcasting stations 
are available throughout the country, 
only those families in the vicinity of 
stations will be in the market for sets 
The younger people showed considei- 
ably more interest in televisio? than 
their elders. 


Records and Players 


A 940,000 family market for re- 
cords is indicated by the fact that 
39% of the American families now 
have record players. In view of the 
finding that 680,000 families are 
planning to buy record players, for 
the most part combination radio- 
phonographs, the market for records 
seems about to undergo a significant 
expansion. Popular records will be 
ine best sellers, while classicals will 
rank much lower in choice. 

Families with children are better 
prospects for record players than are 
families without children. Almost 
half of the respondents between the 
ages of 16 and 25 are planning to buy 
a record player. 

Of those answering the question 
“Do you buy albums of records?” 
50% said that they did. In answer 
to the direct question “What is you 
record player used for most?”, top 
billing was given to popular music. 
Aithough children’s records were not 
1isted on the questionnaire, 5% men- 
tioned these. 

Of the families owning consolc- 
type radios, 94% owned one set, and 
6% owned more than one. One of 
the most significant facts shown as a 
result of the survey is that 24% of 


the families owning consoles had sets 
that aged from 10 to 14 years, and 
14% had consoles 15 years old or 


older. This would indicate that sales 
promotion featuring the purchase of 
new models to replace the old and 
worn scts would be most advantage- 
ous. 

To 85% of the families, the con- 
sole is an important piece of furni- 
ture, because this number stated thai 
they placed their console in the liv- 
ing room, where it could be admired 
by friends, and where it could be en- 
joyed in the evening after the day’s 
work is done. 

Among the families owning con- 
sole - type - radio - phonographs, 98% 
owned only onc. The highest per- 
centage of these owned sets that werc 
five years old. Like the console radio, 
the combination console is also con- 
sidered an important piece of furni- 
ture and, in most cases, is kept in the 
living room. When compared with 
the floor model combination, the 
table model showed no increase in the 
number of sets per family. A surpris 
mgly high percentage of the table 
model owners keep their combination 
in the bedroom. This is particularly 
interesting when it is realized that, 
unlike the table model radio, almost 
all of these families own only one 
combination radio-phonograph. Here 
is an indication that there may be a 
substantial demand for combination 
sets designed especially for the bed- 
room. 

In 22% of the homes having ra- 
dios at least one set is not in satisfac- 
tory working order and needs to be 
repaired or replaced. Of the familics 
reporting trouble, 76% said one set 
needed repairs, and 11% said two 
sets were not in satisfactory working 
order. 


Demand for F.M. and Television 


When asked the question “Are you 
familiar with F.M. (frequency modu- 
lation)?” 53% of the total respond- 
ents replied “yes.” Of those familiar 

(Continued on page 79) 





Market for Radios as Indicated by Crowell-Collier Survey 


Number Type Wanted Expected Aver. Price 
340,000 Combination radio-phonographs (console) $202 
110,000 Combination radio-phonographs (table) $ 79 
85,000 Unspecified combination radio-phonographs 
212,000 Table model raclios $ 39 
136,000 Console radios $150 
93,500 Portable radios $ 39 
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SEITLEMENT of the coal strike 
brouzht more optimism to the surface 
than has been in evidence at any time 
since V-J day. John L. Lewis had to 
cat crow. An atmosphcre has beer 
created which is expected to discour- 
age the second wave of strikes which 
cveryone has feared. There are many 
who expected a settlement of the coa! 
strike on a basis that would have pro- 
vided a precedent for all other un- 
ions to ask for increases. 

The outcome of that strike pui 
hand-writing on the wall where ail 
can see it. Any umion that calls a 
strike under present conditions docs 
so with the odds against success and 
ii Opposition to the wiser element in 
the labor movement. 

Most of the guessing in Washing- 
ton is to the effect that there will be 
no second round of strikes. No one 
expects a complete cessation of strikes. 
They will occur under the most favor- 
atle conditions. 

The coal strike probably was a 
blessing in disguise. It gave a backset 
to dictatorships in labor unions. It 
1aised the issue as to whether any 
work stoppage affecting the public 
welfare to an important extent should 
remain legal. It is apparent that 
Congress cannot long delay a decision 
on that question. 

Conflicts which lead to widespread 
hardship soon create a public demand 
for a strong leader. That is the way 
aictators are made. When the state 
really takes over situations of that 
kind it means regimentation of labor 
unions as well as of management. 
The unions do not want government 
to dictate wages and working condi- 
tions any more than management 
wants to exercise its functions under 
government edict. 


Fallacy of the Aggregate 


Philip Murray who has not been 
blinded by power, has approached 
the question of increased pay in a 
more tcmperate way. He hired a firm 
of economists to make a case for wage 
increases. The result is the Nathan 
report. It cannot be truthfully charg- 
cd that this report was tailored to suit 


apitol Comment 


By Paul Wooton 


Business Press News Bureau 


An informal discussion of the news 
from the nation’s capitol—news that 
affects business and industry, directly 
or indirectly, 


the C.I.O. Every economist in Wash- 
ington knows that Mr. Nathan long 
has entertained what they call the 
“fallacy of the aggregate.” 

Mr. Nathan, who formerly was a 
member of the economics staff of the 
Department of Commerce, is suspect- 
cd of having sold the idea of wage in- 
creases without price rises to some 
members of the department’s staff. 
‘The department’s support of such a 
theory later was denied by Henry 
Wallace, then the Secretary of Com- 
merce. 

Nearly any economist will agrev 
that aggregates cannot be used as a 
Lasis for conclusions. No one denies 
that industrial profits are high. Never- 
theless, some industries are losing 
money. ‘The traditional way to meet 
ihat situation is by graduated taxcs. 
Those who make big profits pay big 
iaxes. ‘Tax receipts are expended as 
representatives of all the people may 
decide. ‘They are not channeled into 
the pockets of members of certain 
unions. 

When the unauthorized report came 
out of the Commerce Departmeni 
there was a better chance than now 
to increase wages without increasing 
prices. Price ceilings still were in 
effect. Had it been possible to make 

















“And, Madam, this one even sets 
the table for you.” 
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them hold, increases in payrolls would 
have come out of profits. Even then 
the effect would have been to strangle 
pioduction. Some firms could have 
absorbed the increase. Others would 
have been unable to do so. Those 
in the latter class would have had to 
suspend production. 

Under present conditions it is ob- 
vious that if wages go up prices will 
go up. Some of the spokesmen for 
labor would meet that situation by 
reinstating the excess profits tax. 
There is no support for the idea a- 
mong Congressional leaders. 

it would seem to be the most ap- 
parent thing in the world that every- 
one, including labor, would be better 
off if there were no more increases 
at this time. All of the eighteen and 
a half cents, won so dearly by the 
automobile workers, has been off-set 
by increased living costs. The samc 
icsult would foilow quickly on the 
heels of another increase. 


End of Inflation in Sight 


The inflationary spiral must be 
stopped. Anyone with half an eye 
can see that it is going to be stopped 
—— probably before many months have 
passed. It might be possible to push 
in higher before the break comes but 
the higher it is forced the more vio- 
lent will be the reaction. 

Despite the illusory arguments of 
the Nathan report, its appearance is 
welcomed by thoughtful persons. 
That approach to an effort to secure 
higher wages is in sharp contrast to 
the method used by John L. Lewis 
who stopped coal mining without 
making his demands public. A dis- 
passionate observer such as is Walter 
Lippmann describes Mr. Lewis’ meth- 
ods as “seizing the government and 
the country by the throat and then, 
as they gasped for breath, telling them 
what he wanted.” 

How different it was to have a firm 
of economists bring out a report, re 
pete with graphs and text. It was 
icleased at a luncheon to which the 
press, government officials and rep- 
resentatives of industry were invited. 
Mr. Nathan and Mr. Murray made 
siatements and answered questions. 
There is much to commend in that 
approach. 

If wages can be forced to higher 
and higher levels only the low cost 
producers can pay them. That would 
mean a closer and closer approach 
to monopoly. Monopoly creates 
monopoly. Only monopoly can com- 
pete with monopoly. Labor then 
would have to be a monopoly in ord- 
er to be a match for the monopolics 
with which it would have to deal. 
There would be just one end to that 

(Continued on page 80) 
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Florida Power Company 
Sponsors Conference 


“THE TERRITORY SERVED by the 
biorida Power & Light Co. should re- 
ceive a greater share of electrica 
equipment and materials,” was the 
keynote of an electrical wholesalers’ 
conference sponsored by that com- 
pany in Miami, recently, and attended 
by 125 representatives. WelcomeJ 
by McGregor Smith, president of the 
company, the supplicrs were present- 
ed with a convincing array of fact. 
for use in justifying increased deliv- 
erics into this terzitory. 

Pointing out the population in- 
cease which is now taking place 1a 
kiorida, R. B. Roberts, jr., genera! 
sales manager, declared, “Florida 
Power and Light Co. serves the fast- 
cst growing territory in the fastest 
giowing state in the Union. By the 
end of the first five normal post-war 
ycars, assuming an ample supply 2 
building materials and labor, the in- 
creased population of the state will 
call for the construction of 120,009 
new homes. These homes will be 
puilt in an area where the buying 
power is higher than the national 
average.” 

Mr. Roberts stressed that many 
manufacturers are at present shipping 
to sections of the nation ‘“‘based on 
surveys made as far back as 1941.” 
He stated that Florida’s actiwity, and 
especially that of the area served by 
the company, has now soared above 
that of other states, and the share of 
electrical equipment and materials 
flowing here should be increased ac- 
cord'ngly. 

R. H. Fite, vice president of the 
company, reviewed the value of pasi 
electrical industry coopcration. He 
pointed out that his company had 
been a pioneer in leaving to the elec- 
trical merchandisers the sale of elec- 
trical appliances—a lead which utility 
companies all over thc United States 
lave followed. He said that present 
and future difficult conditions offered 
an even more profitable opportunity 
for continued close cooperation, to 
the ultimate bencfit of the public 
served, and to all members of the 
electrical industry. 
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D1. James Thomas, trustee of tie 
University of Miami, closed the meet- 
‘ig with an objective analysis of the 
clectrical industry. He traced thc 
growth of higher standards of living 
and the development of education and 
culture in the United States, which 
has led the entire world from the be- 
ginning of its history, due entirely to 
the free exercise of the American bus- 
iness system, he claimed. 


Apex Starts Extensive 
Sales Training Program 


‘THE MOST EXTENSIVE sales training 
program in the 33-year history of the 
Apex Electrical Manufacturing Co., 
Cleveland, Ohio, designed to strength- 
en the company’s distribution ograni- 
zation in the compctitive selling ficld, 
was introduced recently at a confer- 
ence attended by division sales man- 
agers. 

The program, under the supervision 
of A. C. Scott, vice president in 
charge of sales, emphasizes upright 
and cylinder-type cleaners and in 
cludes two 30-minute sound slide 
films on “how to sell” each product 





as well as sessions in which each parti- 
cipant breaks down and reassembles 
both types of cleaners. 

“We know that our future success 
depends to a large exient upon how 
well our dealers’ salesmen know and 
are able to demonstrate our prod- 
ucts,” said Mr. Scott. ““We also know 
that the training job must begin with 
our own organization.” 

While ihis program is_prcsentl; 
being aimed at division sales managers 
it will be followed with a series of 
similar indoctrinations for distributor: 
and dealers in each division within 
ihe next few months, and simiiar pro 
gram on washers and ironers will fo!- 
row. 


Yates Named Chairman 
Of Georgia Power Board 


Evection of Eugene A. Yates, pio- 
neer in the development of hydroelec- 
tric resources in the Southeast, as 
chairman of the board of the Georgia 
Power Company was announced De- 
cember 17. Mr. Yates succeeds Pres 
ton S. Arkwright, who died early ir 
iecember. 


A. H. Davis, chief engineer of the Sandusky, Ohio, division of Apex Elec- 

trical Manufacturing Company, discusses factors contributing to the clean- 

ing ability of the company’s cylinder-type cleaner at a conference attended 
by division sales managers. 
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Mr. Arkwright, a native of Savan- 
nah, Ga., and a graduate of the Uni- 
versity of Georgia, had been asso 
ciated with the Georgia Power Com- 
pany and its precedessor companies 
ior 44 years. He was the first pres 
ident of the old Georgia Railway 
aud Electric Co., and continued as 
president of its two successor com- 
panies, the Georgia Railway and 
Power Co., and the Georgia Power 
Company. He was elected chair- 
man of the board in 1945. 

Mr. Yates, who resides in New 
York City, began his career in 191i 
as chief engineer of the Alabama 
Power Company. He was elected 
a vice-prcsident of Commonwealth 
& Southern shortly afier its forma- 
tion, and was in general charge of 
the southern subsidiaries. He is a 
native of Elizabeth, N. J., and a 
giaduate of Rutgers College. 


New Officers Elected for 
South Carolina Utility 


Norman H. Coir has been made 
chairman of the board of directors of 
the South Carolina Electric & Gas 
Company, Columbia, and S. C. Mc- 
Meekin has been elevated to the posi- 
tion of president, formerly held by 
Mr. Coit. Mr. McMeckin has been 
-xecutive vice-president of the com- 
pany since September 1944. 

These changes took place at a re- 
cent meeting of the board of directors 
at which time it was announced that 
ail steps had been taken by the Gen- 
c1al Public Utilities Corporation to 
:elinquish its control of the Souti 
Carolina Company. The utility is 
ow an independent company with 
cut any parent company connections. 

Mr. McMeekin, graduate of Clem- 
son College, after a short connection 
in Philadelphia, became superintend- 
ent of transmission and subsequently 
assistant superintendent of operations 
tor tne Broad River Power Company, 
a predecessor company in Columbia. 
In 1935, he became connected with 
a group of utilities operating in thc 
Midwest as manager, and in 1939 was 
ciected president of the group. He 
returned to Columbia, in September, 
1944, to become executive vice-pres- 
went of the South Carolina Electric 
& Gas Company. 

The board of directors has been re- 
constituted so that the directors of 
the company are now all residents of 
ihe territory served by the company in 
central South Carolina. The direc- 
fors now include the following: Nor- 

man H. Coit, Columbia; D. House1 
Banks, St. Mathews; J. M. Costello, 
Columbia; B. M. Edwards, Colum- 
bia; Harold Epting, Leesville; W. J. 





S. C. MeMeekin 


Kennan, Jr., Columbia; Spencer Mc- 
Master, Winnsboro; $. C. McMeekin, 
Columbia, and George D. Lott, Co- 
iumbia. 

J. M. Costello, controlier and treas- 
urer of the company from 1924 to 
1937, and more recently associated 
with the Virginia Electric and Power 
Company as assistant to the pres- 
ident, was elected a vice-president and 
member of the board last October. 

Other elevations made at the meet- 
ing were those of E. M. Simpson, as 
assistant secretary and assistant treas- 
urer, and J. M. Gasque to the post 
of assistant controller. Mr. Simpson 
vas formerly with the company in the 
trcasury department and, more recen! 
ly, was in business in Meggs, Geor- 
gia. Mr. Gasque has been associate 
with the company for more than 
iwenty years in the accounting and 
billing divisions. 


Institute Committee 
Sponsors Clinic 


Wuat THE POWER company can 
dv to improve farming methods and 
raise living standards in its area, 
tnrough a program of agriculturai 
development that is directly planned 
to increase the farmeis’ cash incomc, 
tather than sell electrical equipment, 
will be discussed at an Agricultural 
Uevelopmcnt Clinic, to be held at the 
Hotel Faizmont, West Virginia, on 
Jan. 24-25, 1947. 

The clinic, which is the first of its 
type ever scheduled by the electric 
utility industiy, will be sponsored by 
the Agricultural Development Com- 
mittee, of the Farm Section of Edi- 
son Electric Institute, trade associa- 
tion of the industry. This commit- 
tee is preparing a national agricul- 
tural development program, in which 
all electric companies will be invited 
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DATES AHEAD 


National 


American Washer and Ironer Manufacturers 
Ass'n Meeting, Chicago, Ill. January 8, 1947. 

Electrical Engineering Exposition. 71st Reg- 
iment Armory, Park Avenue and 34th Street, 
New York, N. Y. January 27-31, 1947. 

13th Annual Sales Conference, Edison Elec- 
tric Institute, Edgewater Beach Hotel, Chicago, 
Ill. March 31-April 3, 1947. 

Annual Trade Show of the Electrical Manu- 
facturers Representatives Association, Inc., Bal- 
timore, Md. April 22, 23, and 24, 1947. R. 
G. Montgomery, Secretary, Nat’l Marine Bank 
Bidg., Baltimore 2, Md. 

National Housewares Show, Convention Hall, 
Philadelphia, Pa. April 27-May 3, 1947. 

National Electrical Wholesalers Association, 


Hotel Traymore, Atlantic City, N. J. May 5-9, 
1947. 
Annual Meeting, Edison Electric Institute, 


Atlantic City, N. J. June 2-5, 1947. 

46th Annual Meeting, National Electrical Con- 
tractors’ Association, San Francisco, Calif. Sep- 
tember 8-10, 1947. Clint J. Harder, National 
Secretary, 633 Investment Bldg., Washington 5, 
D. C. 


Annual Convention, Illuminating Engineering 
Society, New Orleans, Sept. 15-22, 1947. 

2nd International Lighting Exposition and 
Conference, Stevens Hotel, Chicago, Ill., Novem- 
ber 3-7, 1947. A. B. Coffman, Manager, 111 
West Jackson Blvd., Chicago 4, Il. 


Southern 


Missouri Valley Electric Association, Annual 
Power Sales Conference and Industrial Power 
and Heating Section, Edison Electric Institute, 


Hotel Continental, Kansas City, Mo. February 
5-7, 1947. 

International Housewares and Appliance 
Show, Municipal Auditorium, San Antonio, 
Texas. February 9-13, 1947. 


Transmission and Distribution Committee, 
Edison Electric Institute, Atlanta Biltmore Hotel, 
Atlanta, Ga. February 10-11, 1947. 

Electrical Equipment Committee, Edison 
Electric Institute, Atlanta Biltmore Hotel, At- 
lanta, Ga. February 12-13, 1947. 

Annual Conference, Southeastern Electric Ex- 
change, The Vinoy Park Hotel, St. Petersburg, 
Florida. April 3-5, 1947. J. W. Talley, Ex- 
ecutive Secretary, 303 Haas-Howell Bldg., At- 
lanta, Georgia. 

Missouri Valley Electric Association, Engineer- 
ing Conference, Hotel Continental, Kansas City, 
Mo. April 16-18, 1947. 
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to participate, and which will incorp- 
orate practices already proved suc- 
cessful in the field. 

The objectives of this program, and 
the methods in which it is being 
developed, will also be described dur- 
ang the two-day session. 

About 35 power companies in 20 
states have alicady indicated that they 
will be represented at the clinic, ac- 
cording to Roy W. Godley, rural serv- 
‘ce manager of the Institute. Repres- 
cntatives of agricultural extension 
services, agticultural colleges and 
scnools, and other agencies concerned 
with improving the farmer’s economic 
status, will also be present. 

“The need for such a meeting is 
indicated by the fact that power com- 
panics are realizing the-part they ca 
play in bringing about more effect:ve 
conservation of natural resources, 
acceleration of farm production, and 
gieater economic stability for the farm- 
er,” Mr. Godley said. “Agricultural 
development programs, aimed solely 
at raising tarm income, improving 
farming practices and increasing the 
farmer’s self-sufficiency, are being 
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launched by more aiid more electric 
utilities.” 

This work of the power company 
supplements that of cxisting agencies 
such as the land-grant colleges, ti 
Soil Conservation Service and othevs, 
which have as their objective the gcn- 
eral improvement of agriculture, Mi. 
Godley points out. The power com- 
pany’s agricultural development per- 
sonnel establish close working rela 
tionships with these agencies, and 
render assistance in numerous ways. 

Fairmont was chosen as the site for 
this meeting to allow those attending 
the Clinic to observe the work of the 
agricultural development staff of thc 
Monongahela Power Company. This 
company pioneered in the agricultura’ 
development field with an extensive 
program in 1936, and has since taken 
a prominent part in this activity in 
the area served. 

What practical results can be ach- 
ieved by this type of program are in- 
dicated by a comparison of farm in- 
comes in this territory, before the 
company’s activity had begun, and 
after. In 1935, the average farm in- 
come in the company territory was 
$358. Today, the average farm in- 
come is $1,200. 


Federal Reserve Bank 
Conducts Survey 


HousEHOLD-APPLIANCE dealers in 
individual southern cities can com- 
pare their sales and inventory figurc+ 
with the averages of those reported by 
appliance dealers in the same and oth- 
er southern cities by participating in 
the fifth annual retail-credit survcy 
conducted by the Federal Reserve 
Bank of Atlanta, Ga. 

This survey, according to the bank, 
will show the proportion that cash, 
credit, and installment sales eacn 
made up of total sales among house- 
hold-appliance firms in southern cities 
in which three or more stores of this 
type report. 

The percentage increase and dc- 
crease of each of these items in 1946 
over the corresponding figures for 
1945, will also be shown. 

The survey also gives the 1946 ra- 
tios of assets io liabilities, the average 
inventory turnovers, and the average 
periods of time between the date of 
purchase and the final payment on 
charge and installment accounts foi 
household-appliance sales in each re- 
porting city. 

Results of the survey in Georgia, 
Ylorida, Alabama, ‘Tennessee, and 
Louisiana (the Sixth Federal Reserv- 
Wistrict) will be sent to all partic.- 
pating dealers within the first quarter 
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of the year. A similar national su;- 
vey, which will incorporate the re- 
ports from cities all over the nation, 
will be sent to the participants as soon 
as it is compiled by the Federal Re- 
serve Board, in Washington. 

The bank stated that because many 
of the restrictions of Regulation W on 
the credit sales of household applian- 
ces have recently been lifted, credit 
sales will be a more important factor 
in planning the finances of home-ap- 
pliance stores in 1947 than they werc 
in 1946. 

The bank also gave assurance thai 
the household-appliance store reports 
would be used only for a statistical 
analysis in which no firms are named 
and that they would not be used for 
purposes of taxation, regulation, or in- 
vestigation. 

Questionnaires went out in Januar; 
to approximately 700 southern home- 
appliance dealers with a deadline of 
February 15 for return to the bank 
{or tabulation. Other appliance deal- 
ers not on this list in the Sixth D1s- 
trict, who wish to participate, may re- 
ceive questionnaire forms by writing 
the Research Department of the Fed- 
eral Reserve Bank of Atlanta. 


Suppliers’ Inventory 
Controls Relaxed 


RELAXATION of suppliers’ inventor: 
controls by raising the dollar value of 
the inventory exemption from $35, 
000 to $70,006 has been announced 
by the Civilian Production Admin- 
istration. 

The action was accomplished by 
emending Suppliers Inventory Limita- 
tion Order L-63, and was taken in 
order that suppliers, not formerly sub- 
ject to the order, would not be 
brought under its provision by price 
increases which would increase thc 
value of their inventories without 
materially increasing their physical 
hold‘ngs. 

The amendment also sets up a 
special list of products which a sup- 
plier may, if he wishes, exclude in 
computing his max’'mum allowable in. 
ventory. If he docs so, however, he 
must also exclude these items in com- 
puting his sales. Since his permissible 
inventory is based on his sales in a 
previous period—three months in the 
east and four months in the west—he 
may not counl these items in his salcs 
if he does not compute them in esti- 
mating his allowable inventory. CPA 
officials made it clear that this mat- 
tcr was optional with each supplier, 
who may continue to include the list- 
ed items in his calculation if he fecis 
it to his advantage to do so. 

Included in the list of products 








now released from suppliers inventory 
controls because they are either no 
Icnger considered te be in short sup 
ply or they are not considered essen- 
tial to the national economy are: 
phonograph records and supplic., 
phonographs; radio receiving sets; and 
.adio and phonograph combinations. 

The order also contains a list of 
products which may be similarly treat- 
cd by suppliers, except that they re- 
main subject to the practicable min- 
imum workin inventory restrictions 
ot Priorities Regulation 32. 


NRECA Elects Hayworth 
For New President 


R. E. Hayworru of Monroe, N. 
C., was elected president of the Rcg- 
ion One of the National Rural Elec- 
tric Cooperative association at a 
meeting of the group held recently 
at Charlotte, N. C. He succeeds J. 
iJ. Denton of Huntingdon, Pa. 

Delegates attending the meeting, 
the first ever held in North Carolina, 
came from Vermont, New York, New 
Hampshire, Pennsylvania, Virginia 
and North Carolina. Mr. Hayworth 
is North Carolina director of the 
organization. 

Principal speakers at the mecting 
included a former governor, J. M. 
Bioughton, of Noith Carolina; Clyde 
i. Ellis, of Washington, executive 
manager of the NRECA; and Wil- 
liam J. Neal, of Washington, deputy 
administrator of the Rural Electrifica- 
tion Administration. 


Keystone Electric Moves 
To Larger Quarters 


Tue Keystone Evectric Manufac 
turing Company, Philadelphia, mak- 
ers of fluorescent and incandescent 
lighting fixtures, has purchased their 
own building, moved to larger quar 
ters, and is now in fuli production. 

It was reported vy Leonard Siegel, 
sales manager, that the move wa 
madc because of the ever-increasing 
number of orders, which necessitated 
larger and more modern production 
facilities. Mr. Siegel stated that in 
1946 Keystone’s sales have increased 
by more than 200%. 

Keystone’s new two-story building 
and warehouse contains 35,000 square 
feet of space and is situated on a large 
tract of land reserved for additiona: 
anticipated expansion. This spacious 
building is situated in the heart of 
Philadelphia’s famous industrial sec- 
tion at 2228-36 E. Tioga Street, and 
is ideally located on a railroad siding 
for rapid handling of shipments. 
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101—Six Unit Range 


Manufactured by Thermador Electri- 
cal Mfg. Co., 5119 District Blvd., Los 
Angeles 22, Calif. 





THIS UNUSUAL two-oven, 6-surface 
unit range makes possible the cooking 
of two differcnt foods at two different 
temperatures at the same time. 

The two separate over-sized 18- 
inch ovens are individually equipped 
with an oven light, temperature con- 
trol, temperature indicator, and selec- 
tor switch. 

Other features of this range include: 
the six surface (three 2200 watts, 
three 1300 watts), an automatic time: 
clock, one-piece acid resisting top, 
rust-resisting white porcelain cnamel 
finish, and an all steel electrically 
welded frame. 


x * * 


102—Electric Steam Iron 


Manufactured by F. L. Jacobs Co., 
Detroit, Mich. 





ELIMINATING sprinkling, this iron 
makes it possible to apply moisture 
and heat simultaneously, both con- 
trolied by the operator. This enables 
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the user to set the weave of any par- 
ticular fabric in its relaxed original 
condition. 

The company states that the iron 
produces steam only as required and 
does not store up stcam. Its light 
weight is also a notable feature. 

3K 5d x 


103—Plug-in Resistor 


Manufactured by Ward Leonard 
Electric Co., Mount Vernon, N. Y. 





‘THESE PLUG-IN type resistors, known 
as Bulletin 26 Fluorescent Lamp Re- 
sistors, are designed for use with single 
lamp portable fixtures for operation of 
fluorescent lamps on direct current. 


; Operating as an adapter unit, the 
| resistor is plugged in between the 
| lamp fixture and the direct current 
| outlet. This fixed resistor unit re- 
quires no wiring and is connected in 
series with the auxiliary d-c ballast, 
serving to limit the fluorescent lamp 
current. 


x * 


104—Soldered Terminals 

Manufactured by The Crescent Com- 

| pany, Inc., Pawtuckett» Rhode Island. 
‘THE EXTRA HEAVY brass terminals 


| 
| 
| 

| 

| 

lon Wiry Joe battery cables are elec- 
| tronically soldered. This makes possi- 
| 
| 
| 
| 





ble an electrically perfect connection 
between terminal and cable without 
any damage whatsoever to the termi- 
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nal or to the insulation and lacquer 
finish of the cable. 

Operating at a frequency of 300, 
000 cycles, this electronic soldering 
equipment does its job by induction 
heating, raising the temperature of the 
material by generation of heat within 
the material itself. 


* * % 


105—Furniture Model Radios 


Manufactured by Stewart - Warner 
Corporation, Chciago, II]. 





THREE FURNITURE MODEL radio 
sets are now under production and 
shipment. In selected mahogany ve- 
neers, they are a Chippendale-styled 
pedestal commode, a Hepplewhite- 
styled Pembroke Drop Leaf, and a 
Sheraton-styled pedestal commode. 

All three sets have five tubes plus 
rectifier; operate on a-c, with two 
bands, (540-1725 ke., and 9-12 mc.); 
have six push buttons for tuning, in- 
cluding button-to-manual shift; and, 
all have a phonograph jack for exter- 
nal record players. 


x # * 


106—Burndy Pre-Tap 


Manufactured by Burndy Engineer- 
ing Company, Inc., 107 Bruckner 
Blvd., New York 54, N. Y. 







PRE-TAP run member 
with plug installed 





PRE-TAP complete 
with tap member 
installed 


DESIGNED to overcome the hazard- 
ous and time-consuming operation of 
tapping self-supporting aerial cable 
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at transformer points, the new tap 
connector consists of two fully insu- 
lated parts. These parts, known as 
the run-member and tap-member, can 
be purchased separately. 

Where the tap is not immediately 
required, the open end of the run- 
member is closed by an insulating 
plug. At any time the plug can be 
quickly and safely removed and tre- 
placed with the tap, even while the 
line is hot. Should the run-mem- 
ber be installed at the very end of an 
aerial cable run, the same plug is 
used to seal off the end of the tap. 


* 


107—Tool Trailer 


Manufactured by A. B. Chance Co., 
Centralia, Missouri 





THIS STREAMLINED trailer is pro- 
vided with racks and troughs for car- 
rying accessory equipment, tap clamps, 
jumper clamps, grounding devices, 
cte. 

The top opens up wide to make 
tools easily accessible. A_ heating 
unit which may be plugged in when 
the trailer is in storage, keeps tools 
dry and safe. Sponge rubber gaskets 
around all openings give snug water- 
proof refrigerator door fit. The trail- 
er is available with tow bars, brakes, 
color and lettering to meet individual 
requirements. 


% * * 


108—Electric Coffee Grinder 


Manufactured by Cory Corporation, 
221 North La Salle Street, Chicago, Il. 





HomeE-crounp coffee’s advantages 
are again a reality with this new 
streamlined all-electric grinder which 
replaces the old hand-crank grinder. 





This unit operates on either a-c or 
d-c current, and a simple adjustment 
allows the coffee grounds to flow 
smoothly into a measuring glass grad 
uated from one to eight cups. 


a * x 


109—L-M Capacitors 


Manufactured by Line Material Com 
pany, Milwaukee, Wisconsin 





WITH MORE conservative unit stress 
giving longer life, these packs are 
wound in a special winding room 
which has temperature and humidity 
centrol. Drying and impregnating of 
the pack is accomplished by a new 
type oven in which each unit is giv 
cn individual attention during its pro- 
cessing. Each capacitor is impregnat 
ed with non-inflammable Elemek 
which is an extremely stable dielectric 
liquid of low electrical losses, high di- 
electric constant, and high dielectric 
strength. 

These capacitors meet NEMA te- 
quirements with regaid to voltage rat- 
ing, kva, losses, bushing flashover, 
over-voltage test, insulation strength, 
radio noise, heating, and discharge re 
sistors. 


110—Ventilating Unit 


Manufactured by the Meier Electric 
and Machine Co., Indianapolis, Ind. 


Tus unit, called the Filt-R-Fan, 
can be installed in less than five min 
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utes in any standard window frame 
and requircs no special tools or skill. 

It is equipped with three removable 
filters that can be easily removed oi 
rcplaced by loosening two thumb 
screws. 

The case, enclosing motor, fan, and 
filters, is a compact unit, made of 
steel and finished in white enamel. 


* * x 


111—Cleaning Ensemble 


Manufactured by The Hoover Com 
pany, North Canton, Ohio 


Tuts DeLuxe Model features triple 
action cleaning that gently dislodges 
the deeply inbedded nap-cutting g7.t 
aud prolougs rug life. Among tie 
other features found on this mode: 
are: the patented Hygienisac which 
consists of a zipper-closed outer bag 
aud a disposable fibrefelt inner bag 
to allow quicker dirt disposal and im- 
pioved cleaning efficiency; instani 
conversion for above-the-floor clean- 
ing; dirt fender and no adjustment 
necessary for complete efficiency on 
thick or thin rugs. 

A kit of scientifically designed 
cleaning tools is furnished in a special 
kit designed for increased convenience 
in use and storage. 


* xe 
* x 


112—Combination Fan-Heater 


Manufactured by G-M _ Laboratorics 
Inc. Chicago, IIl. 


DesIGNED so that it can be con- 
verted from heater to fan in a few 
seconds, this unit is useful in win- 
ier Or Summer. 

For warm weather use, the com- 
plete heater housing can be quickly 
removed and the unit becomes a 10- 
inch three-blade fan delivering 500 
cubic feet of cool air per minute. In 
cool weatner, the heater housing ‘s 
replaced making the unit a forced air 
iicater. Heating coils are well guard- 
cd and safe for children. 


* * 


113—15-Watt Fluorescent Unit 


Manutacturea by ‘The Wéiremold 
Company, Hartford 10, Conn. 


WireED AND ready to install, these 
No. 21A units are extremely compact, 
most of the single units being 21 
inches long overall, and the longest, 
21% inches. 

They arc furnished in the following 
variations: with 6-foot cord and plug 
tor plugging into existing outlets; 
with 6-inch conductor leads coming 
110m end; with adapter plate and con- 
ductor leads at back for connecting 
to outlet boxes; with manual starting 








switch or with conventional type FS-2 
starter switch; with toggle switch on 
side; or with snap switch and extra 
receptacle on side. 


m* om % 


114—Electric Products Booklet 


Available from Associated Products, 
Inc., 1025 Second National Bldg., 
Akron, Ohio 


Rances, fryers, griddles, and other 
food service appliances designed to 
meet hotel and restaurant needs are 
described in detail, with full specifi- 
cations and suggested installation, in 
this 15-page illustrated booklet. 


115—“Right Spot” Units 


Manufactured by All-Bright Electric 
Products Company, 3917-25 N. 
Kedzie Ave., Chicago 18, III. 


SS S 





ee ae: — 


THIS LUMINAIRE, combining fluore- 
scent lighting with incandescent floo: 
lamps, serves a dual purpose in thai 
it provides space-utilizing light for 
general illumination and merchandise 
display floor and spotlighting. 

This unit is available in lengths 
ianging from 40 to 61 inches with 24 
inch compensating, auxiliary unit to 
supplement continuous line of light 
where space limited. 

Floodlights and spotlights can be 
centered on 4, 5, 6, or 7¥2 foot cen- 
iers or multiples, depending on lengtia 
of unit. Designed for use with 40 
and 100 watt fluorescent lamps, the 
units are furnished with Corning 
Alba-Lite glass and eggcrate louvers. 


* * * 
118—Portable Combination 


Manufactured by Audar, Inc., 
Argos, ind. 


THIS COMBINATION — radio-phono- 
graph set piays 10-inca or 12-inch rec- 
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oids and is equipped with a crystal 
pickup. The radio receiver covers the 
oroadcast baid from 550 to 1600 
kilocycles. 

The case is covered with brown 
leatherette trimmed in cream. 


* * & 


116—Heavy Duty Toggle Switch 


Manufactured. by The Wadsworth 
Electric Mfg. Co., Covington, Ky. 


PARTICULARLY ADAPTABLE where 
space is limited, these switches are 
suitable for many types of residential, 
commercial, rural, and industrial elec- 
trical installations. 

Some of the features of this switch 
include snap action, double break type 
mechanism, with self-aligning blade, 
a large toggle type lever to throw in- 
stantly to a positive “off” or “on” po- 
sition, and extra heavy gauge curreni 
carrying parts to perform at the full 
rated 30 ampere capacity. 


* * oe 


117—Jiffy Sketch Pad 


Manufactured by Jiffy Sales Co., 1885 
East 37th St., Cleveland 14, Ohio 


THis PAD, containing 75 sheets of 
high quality tracing tissue, enables 
che user to make properly proportion- 
cd drawings without the use of rulez, 
drafting board, or T-square, and it 
inay be used in the shop or in the 
ficld. 

The cover jacket consists of four 
cardboard flaps. Jarious cross-sec- 
tion scales are printed on three of 
these flaps. ‘To use the pad, simply 
fold back the cover flap and then place 
cne of the tissue sheets over the scale 
you wish to cmploy. 
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120—Safety Belt 


Manufactured by the Portable Prod- 
ucts Corp., 393 Blvd. of the Allies, 
Pittsburgh, Pa. 


INCORPORATING all of the qualities 
of both web and leather construction, 
this belt weighs only 3 pounds. The 








io 
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velt is made of web strap 134” wide 
and 5/32” thick, with a_ tensile 
strength of 4500 pounds. Fitted in- 
side the strap is a 4” wide web body 
pad which in turn is lined with soft, 
pliable leather. 

Tool loops are of oak tanned _ har- 
ncss leather attached to the belt by 
hand-set copper rivets. 


119—Showcase Lighting 


Manufactured by Lustra Corporation 
of America, 40 West 25th St., New 
York 10; N.Y: 


DESIGNED FOR USE in either mod 
em or conventional type installations, 
this new fixture is a narrow, compacl, 
steel reflector shell that is inside-fin- 
ished in polished aluminum in lengths 
fiom 2 to 13 feet for continuous light- 
ing with up to 120 watts in fluore- 
scent lamps. 

Other features of this fixture in- 
ciude: simple push-in sockets, lamp 
ejector, simple brackets for mounting 
to wood-trim or all-glass cases, re- 
mote-control ballast which rests under 
the showcase out of sight, and 4 
variety of outside finishes. 

* * *x 


121—Wire Stripper 


Manufactured by Ideal Industries, 
inc., 1017 Park Ave., Sycamore, III. 


THROUGH THE USE of two electri- 
cally heated stripping blades, this unit 
will strip cotton, silk, snythetic insula- 
tion, or rubber covcring from fine 
stranded or sclid conductors. It leaves 
no frayed ends, nicks, or scrapes on 
the wire. 

Designed primarily for production 
use, this stripper is easily installed on 
picsent production line benches. 

HE bd * 


122—Portable Heater Booklet 


Available from Henry J. Morton Asso- 
ciates, Inc., 510 Boulevard Building, 
Detroit 2, Michi. 


An 8-pace two-color booklet dée:- 
signed for dcaler use as well as indi- 
vidual prospects and purchasers has 
just been issued in connection with 
‘he Morton CO-Z-Air portable elec- 
tric radiator. 

This booklet gives not only design 
icatures of the radiator, but also a 
cable of operating costs and instruc- 
tions to users. 

% * a 


123—Portable Home Heater 


Manufactured by Westinghouse Elec- 
tric Corporation, 306 Fourth Ave., 
Pitisburgh 30, Pa. 


Now IN PRODUCTION is this new 


38 


lightweight electric home heater, madc 
of aluminum with a satin finish, and 
siyled to blend with any decorative 
treatment. [his 1,250-watt portable 
heater weighs less than five and one- 
aalf pounds. Equipped with a con 
vcnient carrying handle, the unit js 
15% inches high, 10%% inches wide 
and 918 inches deep. 
aS a * 


124—Silex Coffee Maker 


Manufactured by The Silex Company, 
Haziford 2, Conn. 


MANUFACTURED in 4 to 6 cup, 8 
cup, and 12 cup sizes, this Silex coffec 
iiaker modei, the “Sheraton”, is 
equipped with the exclusive Silex fla- 
vor-guard filter. ‘This filter can be 
used either with or without the cloth 
iiainer. 

This same model is also available 
without the electric stove for use on 
cas, coal or oil buining stoves. 


* se 
xe oe 


New Conductor Ratings 
Effective in 1947 


(Continued from page 29) 


without change. ‘This is the tabic 
which must now be used for rewiring 
jobs on the old 50% basis for 3 or 
more conductors. ‘This table may alsc 
be used to compute conduit fill for 
new work for groups or combination 
vf conductors not included in Tables 
+, 5 and 9. 

Tables 12 to 17 show the recom 
mended physical dimensions of con- 
ductors and of conduit. The dimen- 
sions given represent average condi- 
tions and while variations will be 
found in the dimcns‘ons of conduc 
tors and conduit of different manufac- 
turers, these variations will not affect 
ihe computation for conduit fill. For 
instance, in ‘lable 13 the diameter 
given for 14 Type RU is .146, how 
ever, this wire will continue to be 
jurnished having an overall diameter 
oft .130 inches. 

A change has been made in the 
1947 Code in the use of conductors 
subject to corrosive vapor. The 1940 
Code listed specific types for such 
se, whereas the new code now states, 
“that conductors exposed to oils, 
greases, vapors, gases, fumes, liquids 
or other substances having a deleteri- 
ous effect upon the conductor of in- 
ulation shall be ot a type approved 
tor that purpose.” 

The paiagrapn on conductors in 
multiple has been expanded so that 
sizes 1/0 to 500 thousand circular 
mils may be run in multiple provided 
the conductors are of the same length, 
aud have the same cross sectional area 
and type of insulation. Furthermore, 


1ot more than three No. 1/0, four 
2/0, nor five 3/0 to 500 thousand cir- 
cular mil conduciors inclusive may 
be run in multiple. When the con- 
ductors are run in multiple, they shall 
be arranged and terminated at both 
ends in such a manner so as to insure 
equal division of tie total current be- 
tween all conductors that are in- 
volved. 

The proposed table on conducto: 
insulation found in Article 310, has 
an important footnote which reads 
“the rubber insulations include thosc 
made from natural and synthetic rub- 
ber, neoprene and other vulcanizable 
materials. Thermoplastic insulation 
inay stiffen at temperatures below 
minus 10° Centigrade (14° Fahren- 
heit) and care should be used in its 
installation at such temperatures.” 
ihe first portion of this footnote is 
qaite important since in addition to 
the GRS compound which is now 
used extensively for insulation, any 
othe: vulcanizable materials are con- 
sidered as rubber insulations. The 
second portion of the footnote applies 
particularly to Types T and TW. Ii 
will be recalled thal when the thermo. 
plastic type was approved by the 1946 
Code it was stated that the insulation 
may stiffen at 0° Centigrade or freez- 
ing. 

Article 310 also contains a provi- 
sion that for aluminum conductors the 
allowable current carrying capacity 
shall be taken as 54 per cent of those 
given for the same sizes of copper 
conductors with the same kind of in- 
ulation. Up to the present, general 
use has not been made of aluminum 
for building wires even though alum 
inum had been recognized in the 
1940 Code. However, on Septembei 
i, 1946, aluminum conductors in 
sizes 12 and large: will have the Un- 
derwriters label service. 


Georgia Facts in Figures 


By Citizens’ Fact-Finding Move- 

ment of Georgia. Published by 

The University of Georgia Press, 

Athens, Ga. 179 pages, illustrat- 

ed. Price $2.00. 

For THOSE seeking basic informa- 
tion about Georgia—speakers, writers, 
teachers, students, government agen- 
cies, farm and labor organizations, 
banks, business and agricultural enter- 
prises, church and civic groups, cham- 
bers of commerce—this book, the re- 
sult of four years of research, provides 
a store of information about Georgia. 

Thoroughly indexed, and consisting 
of 226 tables, charts, and maps, the 
volume shows not only what the state 
has but also its ratio to the national 
total. 
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APPLIANCE MERCHANDISING 


Well Designed Prospect Card 
Lists All Essential Data 


OuTSIDE-THE-STORE sales of major 
appliances are otten lost or “clinched” 
by good prospect-card managemeni, 
according to Earl Gerwitz, major ap- 
pliance buyer at Scruggs, Vandervoort, 
barney, St. Louis, Missouri. 

Designed to cover every possible 
aspect of outside “prospecting” on 
an easily-recorded basis, this prospect 
card is serving as a model for many 
St. Louis concerns. ‘The store, which 
formcrly operated ihe major appliance 
section as pait of the housewares de- 
partment, has built a huge new ap- 
pliance shop which will feature a staff 
of outside salesmen, alternating thei 
time between “home calls’ and floor 
days. 

To assist them, the new card is a 
complete “case history” on every 
prospect handled. A 4x6 inch card, 
it is ruled off into 1? sections. On 
the first line is spacc for the home 
addiess of the prospect, with the 
name below, business address, telc- 
phone number, etc. To the right of 
this is the salesman’s name, and the 
cate on which he made the original 
contact. ‘Thus, in searching through 
the file for a particular card, it is 
tound by the address rather than the 


bioken up more casily into sectiona: 
areas. 

Next, a line includes check-boxes 
for residences, flats, or apartments— 
giving a key as to the size and num 
ber of appliances likely to be desired. 
Bencath this, 7 check-boxes indicate 
how the prospect was obtained, such 
as by “survey”, “floor contact”, “‘per- 
sonai contacts”, “‘user leads’, ‘‘from 
outside the store exhibitions’, “‘cook- 
ing school”, or “from a Scruggs, Van 
dervoort, Barney employee”. 

Beneath this is space for ‘Remarks 
on six lines—in which salesmen jot 
aown all information garnered on th« 
first call which may be put to use 
when following up on the outside. 

On the back of the card are fou: 
columns for date, interview number, 
a summary of the interview, and thc 
date for the next projected interview. 
Making the first call, the salesman 
puts down the date, and gives the in- 
terview a number. On the two lincs 
following, he jots down the resuits 
of the interview, such as “Call back 
later’, or “Unable to buy at present”, 
etc. To the right, he indicates the 
cate when the next call should be 
made. 














name—which permits the file to be This comprehensive card system, 
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Outside salesmen are helped greatly by this prospect card which gives them 


a complete case history. 


Keynote of card is simplicity and completeness. 
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according to Mr. Gerwitz, will not 
cnly aliow the store to route its pros- 
pect cards into salesmen’s individual 
territories, but to transfer a prospect 
fiom one salesman to another wiih- 
out losing any of the “‘touch” involved 
in the deal. With the card giving ali 
possible facts on the face and sum- 
mary results of the interview on the 
back, the salesman can go out weil 
armed with data on the entire situa- 
t.0n. 

There have becn no “lost pros- 
pects’, or serious mistakes since this 
card system was developed, according 
to Mr. Gerwitz. 

Every saiesman appreciates the sim- 
plicity and completeness of the card 
is now used. 


Can a Dealer Succeed 
Without a Franchise? 


Tue Execrric House can’t give 
immediate delivery of washing ma- 
chines or refrigerators, but Ralph 
Miller, owner, is satisfying his custom- 
crs and making a subtantial founda 
tion for his growing concern-—with- 
cut a single franchise. 

Since October, 1945, when Mr. 
Miller opened The Electric House in 
the Carrojlten section of New O1- 
leans, he has endeavored to secure a 
franchise—from almost anybody, but 
without success. With little funds, 
but plenty of knowledge and ambi- 
tion, Miller opened his shop in Car- 
rollton with what material and sup- 
plies were available. Little by little, 
the wholesale dealers began giving 
bigger allotments to The Electric 
House-—and although the quota for 
various supplies still isn’t large— 
Ralph Miller is making profits and is 
holding his own. 

On the advantages of the com- 
munity shopping center and the cen- 
trally located store, Mr. Millcr, says. 
“The community and business dis- 
irict store both have their advan- 
tages. Personally, I believe that peo- 
pie are beginning to do more buy- 
ing from the neighborhood dealer, be- 
cause, besides being convenient, they 
can get what they want at the price 
they want to pay for it. Also, park- 
ing space is not limited in our district 
as it is in the downtown section. 
These two factors have much to dc 
with added sales for the small, neigh- 
borhood merchant. Naturally, the 





biggest advantage of the main bus- 
iness district store 1s the variety it car 
offer the public. 

“However, unlike most community 
merchants, I try not to confine my 
business to the vicinity, but strive 


to expand to reach more _ pcople 
throughout New Orleans and the trade 
area. It’s not feasible for me to com- 
pete with dealers in other states yet, 
but occasionally, I find it possible to 
send appliances to other cities in Lou- 
isiana.”” 

Though he has no franchise, Mr. 
Miller is still able to handle many 
types of fans, fluorescent lighting and 
fixtures, small job contracting, elec 
trical repair work, and major and mi- 
nor electric appliances. 

Some job contracting is also done 
by The Electric House, but not a 
great deal at present. He is restrict- 
ed largely to his own installation work 
by limited supply of help, but plans 
are being made to expand into full 
contracting. 

Fluorescent lighting is popular with 
The Electric House customers—and 
taking advantage of this fact, Mr 
Miller is putting a heavy push be- 
hind selling, installing and replacin, 
fluorescent fixtures. 

“For my advertising, I find tha! 
ihe daily newspapers are the best. Na- 
turally, if I were relying solely up- 
on neighborhood sales, this wouldn’t 
be profitable. But in contrast to oth- 
er suburban merchants, the majority 
of my customers are outside of the 
neighbrhood shopping district. 

“Concerning window displays, mine 
are not as artistic as I’d like them to 
be, but I think I’ve done the best pos- 
sible job under the circumstances. 
What the public wants to see—refri- 
gerators, washing machines, etc.—we 
aren’t fortunate enough to have. 

And when we do get those scarce 
items, it won’t be necessary to put 
them in the window,” he grinned. 

With the firm belief that many ap- 
pliance shops are going to “fold-up” 
within the next few years, Ralph Mill- 
er is taking precautions to keep The 
Electric House on a stable financial 
footing. He keeps overhead as low 
as possible, the number of his em- 
ployees to a minimum. 

The Electric House accepts no 
cash deposits unless the appliance can 
be delivered. A “waiting list” sys- 
tem, which accepts the customer’s 
name only, is in effect, and orders are 
handled strictly according to the date 
placed. 

Unlike many electrical shops, The 
Electric House sells few non-electrical 
lines. With the hope of keeping his 
shop strictly electrical, Mr. Miller has 
limited his hardware stock to as few 
articles as possible. 


Selecting Personnel for an 
Effective Sales Organization 


SeLecTIoN of the right salesman 
in the first place is economical bus- 
iness. It eliminates all the unpleas- 
ant elements that go with square pegs 
in round holes. 

Toward better screening in select- 
ing salesmen from applicants, the 
Electric Institute of Washington has 
brought out an established and tested 
routine. Its members in the city of 
Washington, D. C., have bcen pro- 
vided with this information. 

It begins with a preliminary inter 
view which is designed to eliminate 
undesirable candidates. In this in- 
terview the Institute recommends thal 
no salesman be hired as a result of a 
preliminary interview, pointing out 
that this is the time to determine 
whether the applicant will be worth 
spending more time on, and also the 
place to point out to the candidate 
the advantages of working for your 
company. 

Wm. G. Hills, director of the In 
stitute, points out that no personnc! 
manager should ever hire as a result 
of this preliminary interview, no mat- 
ter how favorable the applicant ap- 
pears. Passing the preliminary exami- 
nation entitles him only to take the 
rest of the examination. 


The First Interview 


Before allowing the applicant to fill 
out an application form he should 
give good answers to the following 
questions: 

Residence. How long has the ap- 
plicant lived in this community and 
how long he expects to live in it are 
important. His familiarity with the 
territory, location of his family, and 


whether he intends to make this his 
permanent home should be learned. 
Decide here if the applicant 1s just 
drifting around. 

Military Service. His discharge 
papers will show his behavior in the 
service. Ask to see them. It will 
show if he can get along with pco- 
ple. From this record and by leading 
questions, find out if he has had any 
special training and about his habits. 

Work History. Find out if he has 
improved himself at each cmploy- 
ment change. Be suspicious of gaps 
left in the employment history and 
ask the applicant to explain them. 
Here find out how long he has been 
in sales work, how he likes it and what 
job he liked best. This phase is often 
a clue to placing the applicant where 
he can do his best work. All persons 
work best at what they like. Inquire, 
too, if he is employed, why he wants 
to change, bearing in mind that there 
are always many good reasons why a 
person would want to change jobs and 
that the first reason should be to im 
prove his condition. 

Financial Stability. Is he single, 
married, divorced or a widower. This 
is a clue to his financial responsibili- 
ties and his inclination to wander. 
Docs he own an automobile and have 
adequate insurance on it? Can he 
finance himself until he gets started? 
It is good business to get a credit re- 
port on a prospective employee. This 
will disclose how he takes care of his 
obligations. 

Education. What is his educa- 
tional background? Does he use good 
grammar? How is his arithmetic? Can 
he figure a deal accurately? 





SALESMANSHIP QUALITIES 
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This convenient card form carries the 18 salesmanship qualities given con- 

sideration in the personnel selection plan recommended by the Electric In- 

stitute of Washington, D. C. By circling the crossing lines under each qual- 
ity, the interviewer can quickly indicate his rating of applicant. 
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Social Background. \Vhat are his 
hobbies, who does he know in you 
organization, to what organizations 
does he belong, what offices has he 
held, and in what does he find leisure 
time amusement? 

References to Customers. Get 
names and addresses and interview 
some of them. You will be able to 
get an accurate picture of whcther he 
makes outlandish claims, docs not 
keep his promises, or misrepresents. 

Personal References. ‘Throughout 
all industries the tendency is to dis 
count personal references about 100 
per cent. Applicants will only give as 
personal references, those persons who 
will give them an excellent record. 
Employers make best referencs, and 
immediate supervisors know intimate- 
ly the actions and behavior of the ap- 
plicant. Many of these will be reluct- 
ant to write down any derogatory in- 
formation about the applicant. The 
best way is to go see these references 
and have a private talk with them. 

The Institute suggests the follow- 
ing outline in getting information 
from former employers: 

How long did he work theie, why 
did he leave, is he aggressive or lack- 
ing in initiative, does he drink on 
the job, is he a spender or docs he live 
within his means, what were his aver- 
age earnings, does he start early and 
quit late or the reverse, does he con- 
stantly strive for new business or does 
he just call on regular accounts, can 
he plan his work without being prod- 
ded, is he dependable and cooperative 
and would you rehire him and if not, 
why? 

That last one is the stinger. It 
will often bring out undesirable fea- 
tures that were not mentioned in 
other parts of the interview. 

If the applicant passes these preli- 
minary questions, he is ready to make 
out a formal application and the 
Washington Institute recommends 
that he be checked and scored on its 
“Guide to Salesmanship Qualities.” 


Each salesman is scored on such 
things as: 
Health. Does he appear to be in 


good health, does he have any handi- 
caps, does he seem energetic, has he 
had any serious illness during the 
past year? 

Appearance. Is he neat and well 
groomed, are his heels worn down, 
how are his hands and fingernails? 

Poise. Does he show signs of self- 
consciousness? Does he show signs 
of being nervous and ill at ease, does 
he have a dignified manner? 

Ambition. Is he aggressive, is he 
eager to improve his position, does 
he have a definite goal in life? 

Knowledge of Product. What 
knowledge of the product does he 


have, does he have an interest in 
learning? 

Patience. Does he show self control, 
is he lenient in his feelings toward 
the other person’s opinion? 

Personal Habits. Is he temperate, 
does he have any objectionable man- 
nerisms of speech, does he gamble to 
any extent? 

Courage. Will he follow through 
despite obstacles? 

Tact. Is he diplomatic, does he 
have the ability of dealing with oth- 
ers without giving offcnse? 

Courtesy. Is he friendly, courteous, 
cheerful? 

Imagination. Does he show any 
creative ability, does he have any 
original ideas and suggestions, can he 
visualize future possibilities? 

Sense of Humor. Does he have a 
wholesome attitude toward things? 

Sincerity. Is he straight-forward in 
speech and actions, does he inspire 
confidence? 

Persuasive Speaking. Does he ex- 
press himself properly and forcefully? 
Does he give the impression of know 
ing what he is talking about? 

Good Sportsmanship. Can he give 
and take, does he consider the feelings 
of others, is he a good loser? 

Self-Confidence. Is he assured but 
not arrogant? 


en 


Honesty. Is his honesty and _ in- 
tegrity above question? 

Personality. Is he pleasing and 
forceful? 

The Washington Institute suggests 
that the applicant be graded on each 
of these points on blanks which it 
furnishes, checking exceptional, good, 
average, fair and poor. Space is also 
provided for remarks about the appli- 
cant under each of the classifications 
on which he was graded. This in- 
formation is transferred to a summary 
sheet, where other information such 
as references, aptitude test results, re- 
ports from former customers, is listed. 

In submitting these suggestions lo 
the membership, Mr. Hill said he re- 
minded them that the function of the 
Institute was to increase the sale of 
electric appliances and equipment and 
to provide a medium for the coordina- 
tion of industry merchandising and 
selling programs. 

“Hiring of salesmen,” Mr. Hill 
said, “is of the utmost importance 
in our industry-wide promotional pro- 
gram, and we have developed this 
material on selection of personnel as 
a part of our sales training program 
so that our members can build a 
strong and effective selling organiza 
tion.” 


Dealers Modern Store Front 
Brings in New Customers 


Ir 100K a new store front with a 
tomorrow accent to show Ralph E. 
Jansen, owner of the Jansen Electric 
Company, Union, Mo., that he didn’t 
ANOow every one in the county—even 
though he had been in business since 


i927. 


This is a lesson, according to Mr. 
Jansen, for the merchant who thinks 
everybody knows what he has, where 
lie has it, and what it will cost. 

Literally hundreds of people came 
to Mr. Jansen’s appliance store the 
tirst week after it was remodelled that 
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he had never had in his store before. 
Many of them put down payments on 
appliances and settled down for the 
wait cheeriully. 

Naturally all the old customers 
came in to congratulate him on the 
expansion and favorable change in ap- 
pearance—many of these bought or 
signed. 

Most favorable indication, Mr. Jan- 
sen said, was the large number of rural 
customers who caine in to inquire or 
tu buy lighting fixtures. 

Sales of light fixtures have increas- 
ed so rapidly that he makes regular 
weekly trips to St. Louis to buy. 

REA and Union Electric are wiring 
the roads, and rural customers are con- 
necting by the hundreds. Add to 
that the fact that some of the rurai 
tiansmission lines have been in use 
for several years, and you have a size- 
able rural market all around the town 
of Union. 

Now Mr. Jansen has been selling 
tnis market for many years—sellinz 
it consistently and regularly. He had 
come to know a iot about the terri- 
tory and the people who lived in it. 
He knew to a mile where poles wer. 
Leing set. He was in the territory 
constantly wiring homes, barns aid 
delivering equipment. 


Results Were Surprising 


So when hundreds of strangers out 
of his own territory descended on him 
after he remodeiled his place of busi- 
ness, he was not only a pleased man 
but a much surprised merchant. 

So this brings up what might be an 
axiom of business. “It’s not the peo- 
ple who pass by, and it’s not the peo- 
ple who come to town—it’s the peo- 
ple who come in the store.” 

On that basis every merchant can 
use more of whatever it takes to bring 
them in. One of the oldest means of 
bringing them in is to have a modern 
and eye-catching front. 

Old locations aie not to be de- 
pended on aijone. The building which 
Mr. Jansen rebuilt and which he has 
owned for many ycars has been used 
for merchandising for more than fifty 
years. 

He has pictures of the front as it 
was when it was occupied by a jewelry 
store in 1890. 

As far as Union, Mo., goes, this 
location is a landmark. Question any 
old timer and the chances are he wil! 
remember many of the occupants of 
the building and the type of busines; 
they engaged in and will also know 
that Mr. Jansen has been conducting 
an electrical contracting and appliance 
business there since 1927. 


The old front had a door in the 
center and a window on each side. 
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measured 52 inches 
wide by six feet high. 

Mr. Jansen took out the entirc 
front and put the door in one side 
so as to give the rest of the front for 


‘The windows 


display window space. Here he in- 
stalled a backless window seven feet 
high and eleven feet wide. The plate 
glass reaches to within 14 inches of 
the floor. All the floor display is 
visible from the outside and makes a 
pleasing appearance. 

At the glass level he installed a 
ledge just 14 inches wide for display- 
ing toasters, mixers, small radios and 
other small appliances. This display 
does not obstruct the view of the ap- 
pliances on the sales floor. 

Inside he retrammed the walls with 
Celotex planking and installed fluores- 
cent lighting. 

To get outside light for office and 
bchind the single counter, and to en 
hance the outside appearance at the 
same time, a section of the front wai! 
was taken out and rep.aced with glass 
blocks. 

All of the old outside brick and oid 
fashioned trim was either removed o1 
concealed behind modern structura: 
glass. An upstairs window in the cen 
ter was bricked up to make a backing 
ior the new clectric sign. 

The spectacular black on the out- 
side and the light interior makes a per- 
fect setting for the showing of mcr- 
chandise such as washing machines, 
refrigerators, and electric ranges. ‘lhe 
front is outstanding from the town 
square a half a block away. 

The cost added up to about $1505, 
Mr. Jansen said. 

“While we expected some com- 
ment and some results,” Mr. Jansen 
said, “we did not expect anything 
like what happened. We have long 
waiting lists for all kinds of electricai 
appliances. Certainiy, we didn’t ex- 
pect to be swamped from an on- 
slaught of hundreds of new prospects. 
But that is what happened.” 


New Store Stands Out 


Most surprising comment was that 
many of them said that they didn’t 
know such a place existed althoug)i 
they had been shopping in Union fo. 
many years. Others, frankly admit- 
ted that they just came down to loox 
vut many of these remained to buy. 

No need to point out that the 
moral is that no merchant can afford 
to rest on his oars no matter how se- 
cure he thinks is his position, or how 
well known he and his store are— 
fur while he is resting, some othct 
inerchant may be out in the middlz 
of the stream rowing for all he i; 
worth. 


Florida Dealers Adopt 
Code of Ethics 


AN 11-RULE code of cthics has been 
adopted by the Si. Petcrsburg Elec- 
trical Dealers association, St. Peters- 
burg, Fla., comprised of 17 firms, 
with applications from other firms 
pending. Officers of the group are 
t. J. Peters, president; W. J. Cihla, 
vice-president; E. B. Brant, secretary- 
tieasurer. Tne rules adopted are as 
follows: 

1. Fair competitive trade practices 
assuring a fair profit and maintaining 
the factory establisiied price, thereby 
permitting the fulfillment of any addi- 
tional responsibility to the consumer 
after the sale. 

2. Charge no more for any appli- 
ance than the manufacturer's estab 
lished retail price. 

3. Carry out in full the manufac- 
iurers’ warranty terins. 

+. Not interfere with any existing 
contract or try to break down a sale 
dcfinitely made by another dealer. 

5. Handle only dependable, reli- 
able, and guaranteed appliances and 
pievent the offering for sale of any 
product with inteut to deceive as to 
quality, quantity, substance or size. 

6. Accept no business assistancc 
from competitors’ salesmen, and if 
offered an order by a salesman of an- 
viher dealer membcr, same to be re- 
ported immediately to the salesman s 
cmployer. 

7. Investigate claims by prospec- 
tive customers of any violation of thc 
high aims of the members of the asso- 
ciation, such claim to be immediateiy 
brought to the attention of the deale. 
concerned and their truth or untruth 
determined. 

8. Tag all merchandise displayed, 
snowing the established list price, and 
all used appliances shall be so desig- 
nated on their price tags and bill: 
of sale. 

9. The acceptance of the signed 
order as a contituted sale. A verba! 
order is not a sale until the contract 
is signed. 

10. Insist that salesmen do not 
promote sales through split commis 
sion, customer kickbacks, or down 
payment assistance and without b-- 
littling other association members 
products. 

11. Use only a fair and justifiable 
trade-in allowance, onc that reflects a 
1easonable value for the article. 


Warm Feet 


Electrically heated rugs have been 
designed for invalids, for use on floors 
where babies play, or for those who 
suffer from chilled feet. 
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Formula for 


NEIGHBORHOOD appliance stores can 
have all the refinements and sales ap 
peal of their downtown brothers, ‘f 
they are built like the one owned by 
R. S. Myers, 306 S. Washington, 
Yalls Church, Va. 

Full length windows, glass doors, 
fluorescent lighting, air conditioning, 
“S” shaped center counter, bright 
chromium chairs for customers who 
are waiting or resting, are a few of 
the features. This store is only a few 
miles from Washington, D. C. 

Even at this distance from the 
metropolitan area, parking is still a 
problem in this congested area, so M1. 
Myers has thoughtfully provided 
plenty of parking space at the side. 


Displays within the store are ar- 
ranged to build up interest in other 
items. Directly above is a compact 
radio display featuring small ra- 
dios and record players. At right is 
another part of the display floor 
showing how small appliance dis- 
play blends into major appliance 
display. This dealer makes effec- 
tive use of manufacturers’ printed 
display material. 
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These views of the R. 8S. Myers 
“Good Housekeeping Store”, of 
Falls Church, Virginia, illustrate 
the features that make this a suc- 
cessful neighborhood electrical ap- 
pliance store. The exterior view 
above shows the modern front of 
black glass with full length show 
windows which make the entire 
store virtually a show window. 
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ELECTRICAL INSTALLATIONS 


Eleetriecal Heating Installation 
Good Field for Contractors 


ANOTHER SIGN is now suspended 
from the old Turner Electric Co. sign 
in front of its place of business on 
North Central Avenue in Knoxville, 
Tennessee. 

The new sign just reads: “Electric 
Heat.” Lettering on the truck says 
the same. 

That is symbolic of an electrical 
business trend in Knoxville and at 
other places in the Tennessee Valley. 

Earl E. Turner is now an electric 
heat specialist. 

He has really been doing electric 
heat installations for six years, along 
with his general electric contracting 
business, but it is only within recent 
months that he has called attention 
to his specialty with signs. 

There are specialists in various pro- 
fessions, and why shouldn’t there be 
a specialist in electric heat, Mr. Tur- 
ner reasons. 

He has made some discoveries. One 
is that an old house can be heated suc- 
cessfully with electricity if it is prop- 
erly insulated. That has long been a 
debatable question and theory has 
been against heating an old house. 
Mr.Turner can show old houses being 
heated electrically, as proof. 

Then there are the installations at 
tourist court cottages, where Mr. Tur- 
ner has installed electric heaters in 
fireplaces and plugged up the chim- 
neys. That is something new too. 

Any electric heat job to be a success 
requires proper insulation, emphasizes 
Mr. Turner. 

He gets more calls than he can 
take care of for installations in houses, 
offices, tourist camps, and small bus- 
iness buildings. 


Important to Know Costs 


Before he does the job, Mr. Turn<: 
knows what the installation will do 
and the cost of operation. 

“We are particular to be sure that 
it is just right,” he says. “We fig- 
ure when a man invests that much 
money, he should be given his 
money’s worth and something tha: 
will do the job economically. 

“Sidewalls and ceiling should be 
insulated. That can be done excepi 


for cinder blocks; you can’t put any 
wool in them. Doors and windows 
should be weatherstripped. 

“If the house is frame, the side- 
walls, ceilings, and floors should be 
insulated, especially in new construc- 
tion. In a new house the installation 
can be done as the floor is laid. Our 
installations in new houses conform 
to FHA specifications. 

“Old houses can be heated success- 
fully. I have good reason for saying 
that; it is not guess work. I know 
there has been argument over wheth- 
er it can be done, but we have done 
it. In fact we are putting more in- 
stallations in old ones than new ones 
right now, and people tell us they’re 
happy they had it done. But proper 
insulation must be blown in the old 
houses. I am not an insulation ex- 
pert, but I know an insulation job 
when I see one. 

“In an old house, the only way is 
to blow wool in the walls and ceiling. 
It has to be done by a qualified con- 
tractor. You must be sure to get the 








Earl E, Turner, electrical contractor 
of Knoxville, Tenn., has found elec- 
trical heating a profitable specialty. 
Note the new addition to his sign. 


proper insulation consistence blown 
in. 

“We have cases of people taking 
out furnaces so that they can instali 
electric heat. A good job can be 
done, but it requires a careful insula- 
tion job. 

“Better methods of insulation now 
make possible electric heat in houses 
that could not have had it before. 
When you ran into sidewall obstruc- 
tion, before, you supposed the in- 
sulation job couldn’t be done. Now 
there are new ways. On a brick ve- 
neer house, for example, you can take 
out a brick and drop a plumb bob 
each time to see that no obstruction 
is in the way. 

“The cost of electric heat, we have 
found, is comparable with the cost of 
coal. Coal, as a rule, goes up every 
year, whereas electricity remains the 
same. We figure we can electrifically 
heat a house, insulated, for about 
what heat with coal, uninsulated, 
would cost.” 

The electric heat installation cost 
in an old house would cost about $100 
a room, figuring roughly. The cost in 
a new five-room house would be about 
15 per cent cheaper than in an old 
one. In a new house, the wiring and 
heaters could be installed as the house 
is built, whereas in old ones holes 
would have to be cut to put heaters 
In. 


Individual Heaters Favored 


Mr. Turner uses individual room 
heaters, instead of a central plant. He 
uses both flush type wall heaters and 
portables, individually thermostatical- 
ly controlled. That gives a flexible 
heating system. The whole house or 
individual rooms can be heated that 
way, if desired. In spring or fall, 
especially, this is found to be an ad- 
vantage, as it may be desired, for 
example, to heat just bathroom and 
kitchen, for economy. 

“I don’t know how the other boys 
do it,” says Mr. Turner, “but we put 
in a separate circuit and separate fuses 
for each heater, with proper size wire 
to operate that heater. In that way, if 
trouble develops in any one heater, 
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7 Electrically Heated Homes Meadow Court — Knoxville, Tennessee 
j Operating Data Includes 3 Heating Seasons — 1942-43; 1943-44; 1944-45 
Average Degree Days Per Season—3,665; Average Kwh Per Thousand Cubic Feet Per Degree Day—0.322 





| Heating Av. Per | Average Cost Per Day 
























































Floor | Totals Per Year Totals Per Year Totals Per Season | Maximum Per 
Area | Month Sq. Ft. Floor ents— 
SES All Purposes Domestic Purposes - Heating Only a All Purposes | Area Per Season 
Feet All Par- De- est- 
ie Kwh - a Kwh Bill Kwh Bill Kwh Bill _ Kwh Cents peses mestic ing 
712 10,295 $ 102.62 4,908 $ 78.48 5,387 $ 24.14 | 2,674 omnes | 7.6 3.4 | 28.1 215 6.5 
712 | 12,176 112.64 | 5,928 82.57 | 6,248  30.07/ 2,108 15.81; 88 42 | 30.8 23.7 7.1 
mn 883 12,705 115.48 6,096 83.16 6,609 32.32 | 2,306 17.30 75 3.7 | 316 22.8 88 
790 =~, s«111,565 108.52 5,424 80.50 6,141 28.00 | 1,819 13.64 | 7.8 3.5 | 29.6 22.0 7.6 
850 —=-:15,031 131.27 6,156 83.34 8,875 47.93 | 2,689 20.17 105 5.7 35.8 22.8 13.0 
g 878 | 14,058  124.40| 5,412 80.40 | 8,646 44.00| 2.476 18.57: 9.7 5.0 | 34.0 22.0 12.0 
ili 696 | 12,682 116.68 8,523 82.20 6,826 34.48 | 2,514 18.86| 98 4.9 | 32.0 225 9.5 
De 632 | 12,303 111.04 5,628 81.36 6,675 29.68 | 2,438 18.29 | 10.6 4.7 | 30.2 22.3 7.9 
= 802 | 15,869 137.71 7,020 86.88 8,849 50.83 | 3,146 23.60) 11.0 6.3 | 38.7 23.7 15.0 
840 | 18,452 152.63 7,392 88.32 11,060 64.31 | 3,562 26.72! 13.2 7.6 | 41.6 24.2 17.7 
776 «| «(12,875 116.47 6,132 83.28 6,743 33.19 | 3,292 24.69 | 8.7 4.3 | 31.9 22.9 9.0 
Ww 838 13,975 122.17 7,296 87.96 6,679 34.21 | 2.380 17.85 | 80 4.2 33.4 24.1 9.3 
es 860 | 17,803 147.77 8.772 93.84 ; 9,031 53.93 | 2,880 21.60) 105 6.3 | 40.5 25.6 14.9 
ic. 762 11,387 106.23 5,412 68.40 | 5,975 37.83 | 2,424 18.18 7.9 5.0 | 29.1 18.7 10.4 
“ 11,031 191,176 $1,705.63 | 90,099 $1,160.69 | 103,744 $544.92 | ee, ae 
wd Av. 788 | 
'C- (6,304 13,655 $121.83 6,435 $82.91 | 7,410 $38.92 | | 95 49 | 33.3 22.6 10.7 
ke Cu. Ft.) 
»b 7” a ba -" —- = a, ee eee 
on 
ve it would not affect any of the others At Alcoa, Tenn., near Knoxville, | year completed a study of operating 
of “It’s the best thing that a tourist plans have been made for a million costs of the electrically heated homes 
wy camp with a large number of cabins _ dollar housing project in which woul in Meadow Hills subdivision, which 
e can have. <A central heating plant be at least 125 all-electric houses was built by Stuart Fonde, pioneer in 
ly would have to be operated to heat onc “wrapped in insulation like a pack- electric heat. These figures show that 
ut cabin, but with electric heating the age.” the average cost of heating per day 
d, heater can be switched on for just Lloyd Haun has started on a sub- _ ranged from 6.5 to 17.7 cents. 
the cabin being used, and no janito: division of all-electric homes in Chil A chart of costs for miscellaneous 
st system is required. We have in- howee Hilis. . electrically heated houses in Knoxville, 
00 stalled a number of them in tourist Among other buildings planned is for the same three seasons as applied 
in camps around Knoxville.” a modern seven-story apartment build- to Meadow Hills, showed heating 
ul Each type of portable, brackct, and _ ing, to be electrically heated. costs ranging from 15 to 30.3 cents 
Id flush type heater, has its advantages, The Knoxville Utilities Board this _ per day. 
nd Mr. Turner finds. A bracket type is : re 
Ise used on masonry walls where it is - 
es impractical to cut in a heater flush 
“TS or to put it on the floor. A portable W 4 
type hm be stored in summer, thus Springy ire Coils on Cables 
giving more room inside for furni- 
ture and permitting the housewife to Used to Serve Moving Motor 
m rearrange the furniture. The flusia 
le type requires less space, the heater it- 
id self being recessed in the wall, with Tue INGENuITY of an elecrical con- equipment which mixes sand, gravel 
al- a nice grill, and is found by Mr. Tur- tractor has permitted Breckenridge aud cement for aggregate to be trans- 
le ner to be the most popular type. Materials Company, new building ported in mixer trucks failed to ar- 
or Vapor barriers are often used in supply aggregate cement producers in rive, a serious problem was created. 
at electrically heated houses. They are St. Louis, Missouri, to meet a heavy Clayshire Electric Company, elec- 
ll, building felt and paper that goes be- _ load of cement orders despite the lack _ trical contractors in nearby Clayton, 
d- tween stormsheeting and weather of mixing equipment originally plan- | were given the job of wiring the en- 
‘or boarding. ned. tire materials yard, including power 
nd Electric heat is considered by Mr. The new plant, first large-scale ag- | cables and heavy duty wiring for thc 
Turner to be more healthful. No  gregate producers in the St. Louis equipment. Installing the power serv- 
ys oxygen is consumed and there are area built since before the war, 1s ce, including several poles and trans- 
ut no fumes or gases in the air. It is furnishing concrete aggregates for G. formers, Syl LaBeaume, contractor, 
= cleaner heat too, saving on cleaning, I. home building and industrial con- ran into the difficulty of supplying 
re papering and painting. struction which demands that its power to an electric hopper crane al- 
if In Knoxville and vicinity there are | hoppers, mixing chambers, scales, and most at the outset—before any of the 
= several subdivisions of electrically | weight house be in operation 24 hours supplementary wiring _ installations 
P heated homes and more planned. a day. Therefore, when part of the could be made. 
+7 45 
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The problem was furnishing elec- 
trical current for a 15-horsepower slip 
ring motor which moves a large mix- 
ing hopper back and forth seventy 
feet under the giant main hoppers. 
The crane hopper is mounted on rails 
suspended 25 feet above the ground, 
immediately below the main hoppers, 
and is used for automatically mixing 
the proper concrete aggregate. The 
weightmaster who operates this pro- 
cess controls both hoppers— running 
the mixing hopper beneath each of 
the other units while the right a- 
mount of sand, gravel, cement and 
other ingredients are dropped into the 
traveling hopper as it moves from one 
to another. The aggregate thus “as- 
sembled” is then dropped through 
a chute into the revolving mixer bar- 
1cl on trucks driven below the crane 
hopper, and started on its way. In- 
cidentally this process has resulted in 
the fastest service in building supply 
history, according to Breckenridge. Up 
to six tons of aggregate may be hand- 
led in a few minutes in this way. 

When Clayshire Electric came on 
the scene however, the company was 
unable to secure either proper cable 
or trolley contacts to supply the 220 
volts power required for the traveling 
hopper, and things were at a stand- 
still. There was no way to provide 
direct connection with the motor 
while in motion over its 70-foot track. 
Several experiments with suspended 
wiring, sliding contacts, etc., had fail- 
ed. 

Mr. LeBeaumce, however, has found 
the perfect solution in the form of 
three-conductor rubber insulated ca- 
ble—in using which he has taken ad- 
vantage of the stiff, springy coils 


che Vegetables and 





The application of germicidal lamps to vegetable and fruit 
departments of food markets opens up an entirely new 
field for the promotion of this lamp. 
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which are normally a source of irrita- 
tion in fitting such cable into straight 
runs. 

Dispensing with the trolley speci- 
fied for the equipment, Clayshire 
Electric Company mounted coils of 
the cable at the left end of the hop- 
per tracks, permitting an extended 
length of 70 feet, with ample slack 
for the full travel of the hopper. The 
cable, acting like a giant spring, hangs 
in three-foot loops from a heavy guy 
wire which has been mounted ove: 
the track and to one side. At the top 
of each loop of wire is a pulley, free 
to slip either along the guy wire or 
the electrical cable without strain. 

To utilize the hopper now, the 
weightmaster operates it exactly as if 
the trolley originally planned had 
been installed. As the hopper moves 
back and forth, the 220-volt cable 


Super-Mart Features 


Ultraviolet Pretection 


ULTRAVIOLET germicidal protection 
is proving a potent factor in building 
trade and cutting produce spoilage 
loss at Williamson’s, a progressive 
food market in El Paso, Texas. This 
modern super-mart has installed a 
handsome new fruit and vegetable 
storage bin completely equipped with 
germicidal conditioners which help to 
keep produce fresh, clean and sale- 
able for longer periods of time. A 
descriptive sign above the storage bin 
advertises the germicidal protection. 

W. V. Williamson comments as 
follows on the installation: “We hav 
had many favorable comments on the 
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stretches out or returns to its original 
coil form, all weight being supported 
by the guy wire, and the pulleys al- 
lowing it to twist and slide at the 


same time without wear. After sev- 
eral month’s use, there is no appreci- 
able wear on the constantly expand- 
ing and recoiling cable, and the plant 
has been able to meet huge concrete 
commitments without delay. 

In addition to this novel installa- 
tion, Clayshire Electric Company in- 
stalled 400-ampere service, using 
500,000 circular mil cable, to a central 
distribution panel. From this there 
are 6 sixty-ampere branches and 8 
thirty-ampere branches, for lighting, 
and to power a 15-horsepower car 
mover, 10 horsepower conveyor, vari- 
ous cranes and machines. A large 
system of outdoor floodlights was in- 

(Continued on page 77) 


subject from our customers and are 
thoroughly convinced that this one 
factor alone has increased our fruit 
and vegetable sales by at least one- 
third since our announcement of this 
additional protection offered by Wil- 
liamson’s market . . . We have devel- 
oped quite a following of customers 
who insist upon protected produce. 
Also, they have found that there is 
no loss of flavor or food value, and 
that the produce itself retains fresh- 
ness over a longer period of time.” 
The Williamson installation is one 
of many which illustrate the growing 
consciousness on the part of both 
store operators and customers of the 
advantages offered by germicidal pro- 
tection for perishable products. 


TECTION/ | 





large installation in an El] Paso, Texas, store. The operator 
reports that it has greatly reduced loss from spoilage. 
(Photo courtesy Tru-Air Ultraviolet Products Co.) 
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Smart dealers all over the country are ordering BAR- 
BROOK Fans now for the summer season ahead. They 
know that Breezebuilder Attic Fans and Windo-Wind 
Window Fans are proven profit-makers, enjoy established 
customer acceptance, and sell as simple, easy-to-handle 


package units. 


If you haven’t ordered YOUR fans, write our nearest 
representative. He'll tell you about selling dependable, 
silent, economical BAR-BROOK Fans — cooling breezes 


for your customers and profit for you! 
BAR-BROOK FANS 


Manufactured by BAR-BROOK MFG. CO., Inc., Shreveport, La. 
(Formerly Shreveport Engineering Co.) 





Midwestern Representative: Southeastern Representative: Southwestern Representative: 


Earl Goetze Co. Fulwiler & Chapman Co, Geo. E. Anderson Co. 
Mdse. Mart, 314 Luckie St. 1901 Griffin St. 
Kansas City, Mo. Atlanta, Ga. Dallas, Tex. 
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Planned Advertising Program 
For Electrical Contractor 


EFFECTIVE advertisements through 
carefully chosen media have meant a 
rapid increase in business for electrical 
contractors John B., Jr., and James A. 
Galvin, owners of the Lighting Engi- 
neers Company, 301-13 Colley Ave- 
nue, Norfolk, Virginia. 

“Telephone classified directory ad- 
vertising, newspaper classified adver- 
tising, and personal business cards 
have proven to be most effective as 
business getters and profit makers for 
our firm,” John Galvin stated. 

He places most emphasis for imme- 
diate, direct results upon the pulling 
power of the tclephone classified di- 
rectory and the newspaper classified 
ads, although he, his brother, and 
other members of the firm do a lot 
of footwork and put out from 25,000 
to 30,000 personal business cards per 
month. Also, they use calendars 
among certain classifications of cus- 
tomers. 

Stressing the pulling power of the 
advertisements which he is running 
every day in the classified sections of 
the three daily newspapers of Norfolk 
and Portsmouth and the three adver 
tisements of one-quarter of a page 











each which he is carrying in the classi- 
fied sections of the 1946 Norfolk- 
Portsmouth telephone directory, John 
B. said that by telephone alone they 
are bringing in not less than $1,000 
per week in new business atter the 
office closes at night. 

He keeps a service salesman in the 
office to take telephone calls and to 
give information for several hours aft- 
er the office closes at night. This 
is highly important, he believes, and 
pays off in new business and profit. 

“Also important,” Mr. Galvin con- 
tinued, “is the courteous way in which 
the service salesman answers the tele- 
phone and the story he tells the pros- 
pective customer. He should know 
his job, know what the company is 
doing, speak courteously at all times, 
and be able to give the customer ac. 
curate, concise information.” 

In order to keep advertising calls 
divided and to prevent congestion on 
one telephone, Lighting Engineers 
advertise one telephone number in 
their telephone directory classified 
advertisements. 

Irom experience, study, and obser- 
vation, Mr. Galvin has learned what 
class of customers responds more gen- 
erally to telephone directory advertis- 
ing and what class responds to news- 
paper classified ads. 

As a rule, Mr. Galvin has noted, 
the telephone directory ads capture 
the business of the men and women 


Quarter- page display advertise- 
ments in the local telephone direc- 
tory have been particularly effec- 
tive for the Lighting Engineers 
Company, of Norfolk, Virginia. 
Three different ads are used, one 
under each of the following listings: 
contractors, fluorescent lighting, 
and signs. 





who are planners and builders and 
those who are after the best mer- 


chandise and service. While the 
newspaper classified ads attract what 
he calls the bargain hunters—who, as 
he expresses it, “are always looking 
for a bargain in classified newspaper 
advertising, and who always expect to 
find something cheaper there.” 

Here are good examples of the 
three ads which run daily in the 
Portsmouth Star, the Virginian Pi- 
lot, and the Ledger-Dispatch: 

The first ad says, “ELECTRIC 


’ FLOOR OUTLETS—All kinds of 


electrical work, new and old; register- 
ed electricians. Dial 52250.” 

The second ad states, “FLUORES 
CENT LIGHTING — All kinds of 
fluorescent fixtures, large and small. 
For immediate repairs, call 52250.” 

And the third ad reads as follows. 
“NEON SIGNS—Tubing repairs. For 
fast, efficient service. Dial 52250.” 

Mr. Galvin also has a very good 
reason why the company runs one- 
quarter page advertisements in the 
telephone book rather than just onc 
advertisement carrying the same a- 
mount of space. The three adver- 
tisements give a commanding ad un 
der three different classifications— 
Electrical Contractors, Lighting Fix- 
tures, and Signs. 

Each of these ads is different. The 
ad under Electrical Contractors stress- 
es electrical contractors, wiring, main- 
tenance, and fixtures. 

The ad under Lighting Fixtures 
stresses fluorescent lighting fixtures, 
sales, service, and maintenance for 
commercial, residential, factory, and 
office use. 

The ad under Signs stresscs neon 
signs and sign maintenance. 

This whole advertising program, 
Mr. Galvin explained, is aimcd at the 
main objective of getting jobs of all 
kinds, large and small. He _ insists 
that small jobs and a small amount 
of business from this source and that 
source are important to the total, pro- 
vided the contractor obtains a profit 
in each job. 

“Our motto,” said Mr. Galvin, “‘is 
that it is better to make a little bit 
often than to make a whole lot once 
in a while.” 





Reverse Cycle Heating 
To Get Special Trial 


Four REVERSE cycle home condi- 
tioning units for both heating and 
cooling have been purchased by the 
Nashville Electric Service, municipal- 
ly-owned utility, of Nashville, Tenn., 
for installation on an experimental 
basis this fall. 

Leonard Sisk, assistant general man- 
ager of NES, in announcing the pur 
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the COMPLETE line of Raceways, Wire, Cables and Fittings 


Sold nationally through electrical wholesalers. 


National Electric Products Corporation 
Pittsburgh 30, Pa. 
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chase, said this type of unit for house 
heating in the winter and air condi- 
tioning in the summer is “one of the 
most recent and possibly the most 
far-reaching development thus far’ 
in the use of electricity. It embraces 
a principal of extracting desirable 
temperatures from the ground through 
the use of deep wells. 

Promising accurate data on _per- 
formances of the units by next sum- 
mer, Mr. Sisk declared that “this 
development may well be as revolu- 
tionary as the electric light bulbs.” 


In commenting on local electric 
use, Mr. Sisk said that sales of power 
by NES has increased by 50 per cent 
since 1940, and predicted that Nash- 
ville’s municipal utility system will 
be almost double in size in the next 
10 years. Addition of home electrical 
appliances, along with increascd com- 
mercial and industrial use of power, 
has the NES “straining at the seams” 
according to Mr. Sisk, who said that 
every effort is being made to meet in- 
creased demands, despite continuing 
shortages of necessary materials. 





Appliance and Motor Service 
Good Operating Combination 


Ir you are in the electric appliance 
business and do not repair motors, you 
may have answered refrigerator serv- 
ice Calls only to find that they should 
have called a motor repair man. May- 
be you arranged to have the motor re- 
paired for them as a matter of good- 
will more than profit. 

If you are in the motor repair busi- 
ness, you may have answered refrig- 
erator service calls which should have 
been sent to the refrigerator man no 
matter how carefully you questioned 
the customer about the symptoms. 

Both types of service companies 
have had refrigerator owners call and 
describe a fancied trouble only to find 
that the plug was not in the outlet 
or a switch had worn out. 

Industrial Electric Company, 309 
N. Broadway, Knoxville, Tenn., which 
is owned by G. L. Drumm and A. W. 
Grant, lave done something about it. 

They have opened a refrigerator re- 
pair department as a part of the motor 
repair and armature winding business 
and put an experienced refrigerator 
man in charge. 

Not only are they now abie to han- 
dle complete service on refrigeration 
units of all kinds, but they have found 
that much of the equipment in the 
motor shop fits in with refrigerator 
repairs. 

Particularly useful in refrigeration 
work was their new motor baking 
oven, which is electrically heated and 
controlled by an automatic thermo- 
stat. Designed for baking winding in- 
sulations, it is ideal for dehydrating 
refrigerator parts. 

It is the policy of this refrigerator 
department to completely overhaul 
wherever necessary, and by overhaul, 
they mean to strip the unit all the 
way down and rebuild from the bot- 
tom up. The science of this is obvi- 
ous. All jobs are guaranteed and jobs 
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completed in this manner prevent call 
backs and insure satisfied customers. 

When refrigerator units are disman- 
tled, all grease, refrigerant and dirt 
must be cleaned out of the compressor 
and the coils. Usually this is washed 
out with kerosene or gasoline or a 
water-mixed cleaning fluid. 

Any minute particles of water left 
in the coils, when new refrigerant is 
pumped in, affects the operation and 
cooling qualities of the unit. 

Industrial is using their oven to de- 
hydrate or bake these coils and parts. 
They are placed in the oven, which 
in addition to automatic temperature 
regulation, has a ventilating fan which 
prevents the accumulation of explo- 
sive gases, and baked from twelve to 
twenty-four hours at a temperature of 
200 degrees F. 

After dehydration they are taken 
out and washed in carbon tetrachlo- 

(Continued on page 77) 





Above, left to right, A. W. Grant 
and G. L. Drumm, owners of the 


Industrial Electric 


Company, 


Knoxville, Tennessee. 


tric Company, of Knoxville. 
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Shop scenes at the Industrial Elec- 
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4 Vhen you are plotting ways and means to keep ozone, moisture and heat from 












short-changing you in power circuits, remember this concrete example of what you 
can expect from Hazard Keystone Insulation under such operating conditions — 
25 years of trouble-free service and still no signs of insulation deterioration is 
the history of these 22,000 volt transformer cables installed by an inter-urban 
electric railroad. 

Hazard Keystone Insulation effectively combines in one oil-base compound 
unusual resistance to ozone, heat, moisture, sunlight, chemicals and acids. It has 
been used with outstanding success for aerial, underground, interior and submarine 
circuits with various types of outside protective jackets employed in accordance 
with the particular job requirements. For all the facts, write for bulletin H-403. The 
Hazard Insulated Wire Works, Division of The Okonite Company, Wilkes-Barre, Pa. 
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| ADEQUATE WIRING PROMOTION 


Adequate Wiring Prospects 
Measured in Millions 


Vast MARKET opportunities for 
every segment of the manifold electri- 
cal industry through the adequate 
wiring of America’s homes were parad- 
ed at the general session of the An- 
nual Meeting of the National Electri- 
cal Manufacturers Association, held 
recently in Atlantic City. 

The speakers were H. E. Merrill, 
chairman of the Plan Committce, Na- 
tional Adequate Wiring Burcau, and 
product promotion manager, Wiring 
Devices Division, General Electric 
Co., Bridgeport, Conn., and R. M. 
Oliver, chairman of the Company 
Cooperation Subcommittee of thc 
NEMA Adequate Wiring Committee 
and vice-president, Proctor Electric 
Co., Philadelphia. 


Backbone of Our Industry 


Mr. Merrill emphasized that “the 
clectrical industry will realize a great- 
er share of available market opportu- 
nities only when every American home 
is adequately wired.”’ 

Mr. Oliver praised the adequate 
wiring promotion being accomplish- 
ed with an average of $40,000 to 
$50,000 expended nationally each 
year “to support a program that is 
the backbone of our industry,” point- 
ed to millions being expended by oth- 
er industries—and declared: 

“It seems to me that now is not 
too soon to look ahead to a program 
of selling electrical living—a million 
dollars is not a large investment for 
an industry whose annual potential 
is computed in terms of billions.” 

Both speakers based their markct 
opportunities on a tremendous expan- 
sion expected in home building and 
on surveys accentuating the increased 
demand for all types of electrical 
equipment brought about by adequate 
wiring. 

“We cannot blink the fact tha' 
millions of new homes are necded,” 
said Mr. Merrill. “And somehow, 
some way, dwelling units will have to 
be provided during the next three to 
five years. Let’s suppose that the 
adequate wiring program could in- 
tensify its work sufficiently to ac- 
complish its objective, within the next 
five years . . . that the year 1952 
could find us with 5,000,000 homes 
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adequately wired. What would it 
mean to you manufacturers in increas- 
ed opportunity—and sales? 

“Your normal estimates of poten- 
tial market opportunity would be in- 
creased by 830,000 units of servicc 
equipment, 50 amperes or larger; by 
20,000,000 branch circuits, by 20,- 
000,000 fuses and circuit breakers, 
20,000,00 single-pole switches, 15,- 
000,000 three and four-way switches, 
30,000,000 special outlets, 130,000,- 
000 connection boxes, 45,000,000 
duplex convenience outlets, 

“Market opportunities in utiliza- 
tion devices would expand by at least 
490,000 ranges, by 1,375,000 furnace 
controls, by 345,000 water heaters, 
70,000 refrigerators, 255,000 dish- 
washers, 155,000 garbage disposers, 
305,000 ironers, 1,610,000 small kit- 
chen and dining appliances, 1,905,- 
000 miscellaneous small household 
appliances, 860,000 fans, 325,000 ra 
dios, 650,000 portable lamps (100 w. 
or less), 1,865,000 portable Jamps 
(100 w. or more). 

“Investment required to serve peak 
loads would be $24,362,800 more 
fer electrical equipment in genera- 
tion, transmission and switching faci- 
lities; $11,652,200 more for clectri- 
cal equipment in substations and pri- 
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“You sap! You’re supposed to let 
go of the wire.” 





inary feeders; $12,005,000 more for 
electrical equipment in secondary dis- 
tribution facilities.” 


Making a New Dealer Blink 


Mr. Oliver, referring to a “‘conser- 
vative government estimate of an an 
nual new home building program oi 
somewhere near 1,500,000 units a 
year,” pointed out: 

“Fortune Magazine, May, 1946, is- 
sue, estimates $441 worth of wiring 
devices and wiring work in each. ‘That 
adds up to $661,000,000 a year for 
minimum standard wiring. It’s a bil- 
lion dollar annual market for wiring 
devices alone if a need for adequate 
wiring is properly sold. 

“This billion dollar new home wir- 
ing market is the road over which bil- 
lions more in generating and distribu 
tion equipment, lighting, appliances 
and other utilization devices will tra- 
vel... 

“Now add a modernization market 
that will go hand and hand with the 
new home market and even a New 
Deal economist would blink twice 
at the box car figures.” 

All possible, he reemphasized, “if 
our industry has adequately sold the 
benefits of electrical living and ade- 
quate wiring.” 

Mr. Oliver declared that it is more 
than a job for the Adequate Wiring 
Committee. “It’s a job for the electri- 
cal industry. It’s your job and mine. 
That’s the reason for the NEMA 
Committee for Member Company 


Cooperation. And here, spccifically, 
is how we can cooperate: 
“1. By understanding that ade- 


quate wiring is as important to an 
electrical manufacturer as highways 
are to an automobile manufacturer. 

“2. By understanding what the 
adequate wiring program is, how it 
works; by getting in touch with local 
agencies, electrical leagues and_ utili- 
ties, becoming acquainted with the 
program at the local level and doing 
our utmost to cooperate with it. 

“3. By making sure that our em- 
ployees understand to what extent 
their jobs and ours depend upon wir- 
ing. Make adequate wiring a part of 
our in-plant training programs. As- 
sign someone to the responsibility 
for doing this. 

“4, Make certain that our sales or- 
ganizations most of all are fully in- 
formed about the adequate wiring 
program and its importance to the in- 

(Continued on page 76) 
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FOR SAFETY'S SAKE... USE CONDUIT (Futt Weight Rigid Steel) 


RACEWAYS 
to lasting safety 


WuHen you're planning wiring 
systems for the buildings of tomorrow, 
safety is naturally a first consideration. 
Not only safety, but permanent safety! 


The electrical industry has long since 
agreed --and incorporated it in the national 
code--that the one safest system for the 
lasting protection of electrical wiring is 
that employing heavy-wall steel conduit. 
This is the only system approved for use 
in hazardous locations and occupancies, 
as being dependably moisture, vapor, 
dust, and explosion proof. 


So for positive protection, install per- 
manent raceways of full-weight, rigid steel 
conduit-- “Buckeye” conduit. Wiring is 
easily changed to meet changing day-to- 
day needs, yet the conduit remains in 
place, as raceways to lasting safety. 


ur 


Youngstown “Buckeye,” the world’s 
most widely used standard-threaded, full- 
weight, rigid steel conduit, is sold by 
leading distributors in al] markets. 


This system of Buckeye conduit, installed 
in a large department store a generation 
ago, still provides dependable wiring 
protection to owners and tenants. 


YOUNGSTOWN. 


THE YOUNGSTOWN SHEET AND TUBE COMPANY 


GENERAL OFFICES - YOUNGSTOWN 1, OHIO Ask your distributor for: 


Export Offices - 500 Fifth Avenue, New York City Youngstown Buckeye Conduit...Pipe and 
Manulabintera of : Tubular Products...Sheets...Plates...Elec- 


trolytic Tin Plate...Coke Tin Plate...Bars... 
CARBON - ALLOY AND YOLOY STEELS Rods...Wire...Tie Plates and Spikes. 


























Catalogs, Bulletins and Technical Data 
Available to Readers of Electrical South 





124—Midget Metal Base Relays. A new bulletin, No. 104, 
has been issued by the Ward Leonard Electric Co., 31 S. St., 
Mt. Vernon, N. Y. This bulletin describes how midget metal 
base relays are designed for use in small radio transmitters, air- 
craft control circuits and applications where space is limited. 


125—Industrial Fluorescent Fixtures. Day-Brite Lighting, Inc., 
5411 Bulwer Ave., St. Louis 7, Mo., has issued Bulletin 30-A 
which contains complete specifications for each type “Day-Line” 
industrial fluorescent fixture: single units and continuous sys- 
tems for two 40-, three 40-, and two 100-watt lamps; detailed 
data on installation, accessories and servicing; list prices and 
charts for figuring footcandle intensities. 


126—Reed Unit-Fans. A new 16-page booklet on unit-fans 
has been published by Reed Unit-Fans, Inc., 1001 St. Charles 
Ave., New Orleans 8, La. This booklet describes the design 
of the Reed reversible unit-fan and how by adding various at 
tachments it serves all purposes and uses—for installation as a 
window fan, attic fan, portable floor fan, and all commercial 
exhaust fan installations. 


127—Switch and Receptacle Plates. A catalogue page describ- 
ing a new line of switch and receptacle plates of pure aluminum 
that can be painted over with wall paint has been issued by 
D & M Mfg. Co., 79 W. Peachtree Place, N. W., Atlanta, 
Ga. These plates are breakproof, rust-proof, and conform to 
rough walls. 


128—Fluorescent Fixtures. An 8-page catalogue has beer pre- 
pared by Mitchell Mfg. Co., 2525 N. Clybourn Ave., Chicago 
14, Ill. ‘The catalogue includes a complete description of the 
offices, stores, schools, public buildings, institutions, etc. 


129—Anti-Corrosive Paints. Literature has been published 
by Subox, Inc., 348 River Rd., North Arlington, N. J, on their 
Subox and Subalox paints used in generating, transmission, and 
distribution construction and maintenance. Both paints are 
based on a colloidally dispersed and amorphos pigment of sul- 
oxide of lead which is so chemically active that weathering in- 
créases its rustinhibitive properties as well as its hardness. 


130—Buzzer ane Yush Sutton. The Wm. J. Murdock Co.. 
Chelsea, Mass., has prepared a catalogue page which shows actual 
size illustrations of their new “Tone-Right” buzzer and push 
buttons. 


131—Lighting Bulletin. A 4-page bulletin (2169) describing 
briefly the various fluorescent and incandescent lighting equip- 
ment now being sold to the trade has been issued by Curtis 
Lighting, Inc., 6135 W. 65th St., Chicago 38, Ill. Individual 
specification sheets on various fixtures are included. 


132—Controlling Apparatus. A binder including descriptive 
bulletins and listings on electrical controlling and distributing 
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apparatus such as safety switches, light and power panelboards 
switchboards, and bus duct systems has been published by 
Bull Dog Electric Products Co., Detroit 32 Mich. 


133—Tru-Heat Automatic Iron. A specification sheet which 
completely tells the story of the new General Mills Tru-Heat 
Automatic Iron has been published by General Mills, Inc., 
Homes Appliance Dept., 1620 Central Ave., Minneapolis 13, 
Minn. This sheet gives illustrations of and describes the exclu- 
= —" of this iron which make ironing faster, easier, safer 
an etter. 


. 134—Terminal Lugs. A new bulletin, No. 8-DF, issued by 
Krueger & Hudepohl, 5 East Third St., Cincinnati 2, Ohio, 
illustrates the larger size terminal lugs and describes folding 
double cupped washer lugs with and without insulation grip, 
with large and small screw holes for standard stranded, extra 
flexible stranded and solid wire specifications. 


135—Hunter Ventilating Systems. A complete description of 
ventilating systems is given in the latest catalogue issued by 
Hunter Fan & Ventilating Co., 400 S. Front St., Memphis, 
Tenn. Illustrations and discussions on the belt driven exhaust 
lans, capacitor airspread fans, Deluxe oscillating fans, exhaust 
fans and ceiling fans are presented clearly in this catalogue. 


136—Soft Soldering. The Lenk Mfg. Co., Newton Lower 
Falls 62, Mass., has recently issued a bulletin entitled, “Soft 
Soldering,” which contains complete working instructions for 
home workshop soldering with all types of Lenk solder avail- 
able to the home craftsman through various retail outlets. 


137—Gorilla Grip Connectors. “Mechanical Principles of 
Gorilla Grip Eiectrical Connectors” is the title of the new 12 
page booklet, No. 466, published by National Electric Products 
Corp., Chamber of Commerce Bldg., Pittsburgh. The booklet 
was compiled to assist engineers, jobbers, contractors and in 
dustrial purchasing agents in acquiring an exact understanding 
of the design and function of these connectors. 


138—Electrical Fittings. A complete line of Gedney fittings 
which includes conduit bodies, as well as practically all fittings 
required for rigid conduit, armored cable, non-metallic cable 
flexible conduit and EMT installations is described in a folder 
recently published by Gedney Electric Co., R. K. O. Bldg 
Radio City, New York, N. Y. 

139—Electrical Apparatus. The Trumbull Electric Mfg. Co.. 
Plainvillc, Conn., has recently issued a condensed general cata 
log, “‘Trumbullist”, which gives complete information on electri 
cal control apparatus. 


140—Infrared Lamps. An 8-page folder, “Drying Problem 
Made Easy”, listing the advantages of the Dritherm Carbon 
Lamps 1s available from the North American Electric Lamp 
Company, 1041 Tyler St., St. Louis, Mo. This folder includes 
a complete description of how Infrared Radiant Energy with 
Nalco Dritherm Carbon Lamps provides fast and economical, 
cffcctive heat. 

141—Multiflex Brushes. The Helwig Company, 2544 North 
30th St., Milwaukee 10, Wis., has just issued catalog No. 245 
which lists brushes by code numbers. This simplifies the order 
ing of the proper brushes. 

142—Sun Lamp Data Book. The “Answer Book’, recentis 
published by Sperti Inc., Cincinnati 12, Ohio, answers all ques 
tions about the sun lamp. Catalog sheets are also available on 
the portable model P-100 and the S-200 pedestal-style lamp. 


143—Circulation Fans. Detailed folders are now available 
from The O. A. Sutton Corporation, Wichita 2, Kansas, on 
all of their models ot the Vornadofan. ‘These folders are well 
iilustrated and give a detailed description of each unit. 


144—Trilmont Electric Heater. This booklet tells the stor 
of the recognition won by the Trilmont Products Company, 
Philadelphia, Penna., for their electric heater. This com 
pany won The National Safety Award which was presented by 
Lewis & Conger, of New York City. 


145—Chromalox Range Unit. Construction details and parts 
lists for the Super-Speed and Heatflo range units are shown 10 
Bulletin CF-145, available from Edwin L. Wiegand Company, 
4600 Thomas Blvd.. Pittsburgh §, Pa. 


146—Tiansformer Demonstration Chart. ‘This chart shows 
how banked secondary transformers opcrate under overload or 
fault conditions. The chart, SA-900, is published by the West- 
inghouse Electric Corporation, P. O. Box 868, Pittsburgh 30, Pa. 

147—Monarch Electric Ranges. Data is available from Malle- 
able Iron Range Co., 4861 Lake St., Beaver Dam, Wis., on all 
types of this company’s ranges. 
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148—Steel Utility Truck Bodies. A series of bulletins describ- 
ug various types of truck bodies, especially designed for use by 
public utilities, including meter installers, appliance delivery, 
general service bodies, maintenance units, etc., is available, on 
request, from McCabe-Powers Auto Body Company, 5900 Bloci 
N. Broadway, St. Louis 15, Mo. 


149—Lighting Installations. Descriptive folders, published by 
Giuber Brothers, 72-78 Spring St., New York 12, N. Y., give 
complete information on their different types of lighting” In- 
staliations. 

150—Farin Survey. Results of a recent survey of farm families 
in 14 Southern states are now available from ‘The Progressive 
Farmer, Birmingham 2, Alabama. ‘This survey shows such fac- 
tors as size of farms, income, education, homes, etc. 


151—Commceicial and Industrial Lighting. Holdenline Co., 
2301 Scranton Road, Cleveland 13, Ohio, has issued severa! 
folders describing their chan’l-run basic unit system for lighting 
installations for commercial and industrial uses. 


152—Lighting Fixtures. Bulletin No. 10, available from The 
pero Electric Corporation, 15222 Lanken Ave., Cleveland 19, 
Ohio, is a four-page brochure showing electrical fixtures and 
materials for electrical construction. 


153—Ventilators and Blowers. Performance data, dimensions, 
ind specifications are all included in the well illustrated bulletins, 
now available from the Schwitzer-Cummins Company, 1125 
\.dssachusetts Ave., Indianapolis 7, Ind. 

154—Welding Exhausters. Bulletin No. 736 describes the 
Octopus, jr., a portable exhaust unit, and the Octopus, a heavy 
duty unit, for applications requiring greater exhausting and blow 
mg volume. Available from the Chelsea Fan & Blower Co., 
livington, N. J 


155—Lighting for Schools. “Recommendations for Classroom 
Lighting” is the title of this booklet which gives case studies 
t several lighting installations in schools. ‘l‘his bulletin is avail 
abic from ‘The F. W. Wakefield Brass Company, Vermilion, 
Culg, 


i56—Hlectrical Apparatus. ‘Ihis +5-page illustrated catalog 
shows electrical solderless terminal lugs, soldciless service con- 
ncctors, fuse Glips, and many other electrical items. Published 

Ilsco Copper ‘Tube & Products, Inc., Cincinnati, Ohio. 


157—Resistance Welding Control. The importance of con 

ol in iesistance welding is described in Bulletin GEA-457]1 
seceuy issued by General Electric Company, 1 River Road, 
Schenectady 5, N. Y 


158—Attic Fans. ‘I's folder describes the Dana Deluxe 
Attic Fan and is issued by the George B. Klee Company, 
»>U1-27 Colerain Avenue, Cincinnati 23, Ohio. 


159—Renewable Fuses. Price list and specifications for Piercc 
es is available from Pierce Renewable Fuses, Inc., 211-219 
ertel Ave., Buffalo 7, N. ¥ 


160—Reactance Dimmers. Bulletin No. 74, issued by Ward 
rs onard Electric Co., 31 South Street, Mount Vernon, N. Y., 

scribes in detail the Hysterset Electronic Control for the mod 
em stage switchboard. 


161—Pressure Connectors. A 36-page booklet on the Lock- 
Tite line of pressure os has been issued by The ‘Thomas 
& Betts Co., Elizabeth 1, N. J. 


162—Junction and Mcter Equipment. A series of bulletins 
describing junction boxes, telephone cabinets, metering equip 
ment, etc., for indoor and outdoor applications, is available 
from the Walker Electrical Company, P. O. Box 8, Station D, 
Aulanta, Ga. 


163—Metal Duct Housing. ‘The first revision in five years of 
Catalog No. 445, describing and illustrating “4-by-4 Wirewa’ 
has been complcted by National Electric Products Corp., Cham- 
ber of Commerce Bldg., Pittsburgh 19, Pa. This re-issue gives 
electrical contractors, jobbers, engineers, and purchasing agents 
complete information on metal duct for housing and protecting 
electric wires and cables. 


164—Bustribution Duct. This 25-page bulletin, No. 462, just 
issued by Bulldog Electric Products Co., Box 177, Detroit 32, 
Mich., describes in detail the Bulldog Feeder and Plug. In-Bustri- 
bution Duct for bus duct electrical distribution. The bulletin 
is profusely illustrated. ‘The many drawings included show 
dciails of the duct, the various fittings, and the hangers, as — 
as diagrams of complete systems both of the centralized and 
dec entralized system. 
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NEW 2-WAY 
AIR CIRCULATOR 







Thermostatic Control Provides: 






1. Draft-Free Cooling in Warm Weather 






2. Fuel-Saving Heat Diffusion in Cold 
Weather 


















Strato-Liminator overhead air circulator creates a 
constant flow of natural air without direct draft in hot 


Over 2,500 


installations in offices, factories and stores. 


weather—cuts fuel bills in cold weather. 


In warm weather patented Strato-Liminator creates a 
Louver 
design insures even circulation to all parts of average 
room. When artificial heat is used, Strato-Liminator 
diffuses hot air downward from ceiling, cutting fuel 
costs up to 20%. Model 110 recirculates air completely 
every 3 minutes in 5,000 cu. ft. of space. 


constant flow of comfortable, draft-free air. 


OUTSTANDING STRATO-LIMINATOR FEATURES: 
1. FULLY AUTOMATIC—Model 110, 35” over-all, 
thermostatically controlled (Model 220, 18” over-all, 
manually controlled). 2. QUIET OPERATION—1/20 
H.P. fully enclosed, ball bearing motor. 3. EASILY 
INSTALLED—1 hour per unit for most installations; 
room alterations not necessary. 4. LOW OPERATING 
COST. 5. MODERN FUNCTIONAL DESIGN. 












Write today for complete information about this low- 
cost way to year ’round indoor comfort. 





5700 DETROIT AVENUE 
CLEVELAND, OHIO 


WILSTER, Inc. 
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Home Lighting Needs 
Further Development 


By Roy A. Palmer* 


UNNECESSARY as it may appear ai 
the present time, when many lines of 
goods are still short and the demand 
for them still great, to be looking for 
new markets and opportunities for 
lighting sales, it is good business to 
look ahead and to estimate the needs 
so that sound, sensible planning can 
be undertaken. 

It is no doubt true that most every 
lighting field will be needing improve- 
ment for a long time to come. Even 
though many industr.al plants were 
cquipped with good lighting during 
the war years, thcie still remains a 
gieat portion of industry that is work- 
ing in partial darkness. Stores and 
offices were deprived of the privilegc 
of relighting during tie war. Thosc 
piaces which managed to get a few 
fluorescent fixtures replaced existing 
incandescent units with them. These 
will need replacement because in most 
cases, they are inadequate in supply- 
ing high levels of illumination. A 
great many of these fixturcs had ex- 
posed tubes which will be found to 
be excessively bright because today’s 
tubes give more light than those 
which were originally supplied with 
the fixture. 

School lighting offers a fertile field 
to do a constructive job of relighting. 
School authoritics appreciate the value 
of better lighting from the viewpoint 
of safer and easici seeing conditions 
as well as its proven effect on scholar- 
ship. It will take some time before 
the schools can bc rclighted because 
it’s a big job. 

Outdoor lighting for athletic fields, 
floodlighting of buildings, architec- 
tural lighting, electrical advertising, 
and street and highway lighting, also, 
present markets which will be profit- 
able fields for the electrical contrac- 
tor. 

Ali of these may kcep everyone in 
the lighting busmess busy, but therc 
is another market that is bigger than 


*Merchandising and _ Advertising 
Manager, Duke Power Co., Charlotte, 
North Carolina. 
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all of these put together and offers 
a marvelous opportunity if the entire 
clectrical industry will cooperate to 
vucet the needs—that is home light- 
liig. 

It can be said without contradic- 
tion that the home is the poorest 
lighted of all places where we live and 
work. The only great improvement 
in home lighting that has occurred 
since the development of the modern 
electric lamp was the I.E.S. specifica- 
tion lamps and their effect in the de- 
sign of portable lamps. Up to the 
time when I.E.S. lamps came on the 
market, there were scarcely any lamps 
which really provided good lighting. 
Portable lamps were sold on the basis 
of their unlighted appearance. Wom- 
en bought them because they looked 
“pretty” rather than for the lighting 
1esult they produced. 

The I.E.S. lamp permitted a large 
enough bulb to bu.ld up foot-candles. 
‘Lhe glass bowl sortened the light to 
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MODERN LIGHTING PRACTICE 


guard against excessive glare. The 
dimensions of the stand and shade as- 
sured good distribution of light and 
the high reflection lining or interior 
of the shade kept the absorption of 
light to a minimum. For the first 
time, the home could have a lamp 
that permitted good seeing conditions. 
Sixty watt lamps, the favorite of util- 
ity bulb campaigns, had never been 
sufficient in floor or table lamps to 
provide the foot-candies necessary fo< 
even reasonable secing conditions. 
The 100-watt bulb in a table lamp 
was a great improvement. As for floor 
lamps, people learned that even a 100- 
watt bulb wasn’t enough—a 300-watt 
was necessary. They learned that 
their fears regarding the cost of op- 
ciating such a large bulb were un- 
founded and exaggerated—the cost of 
a postage stamp would pay for its op- 
ciation for a whole evening. 


Art Versus Utility 


Electric fixtures, generally, were 
not designed from the lighting view- 
point. Artists who never heard of a 
foot-candle, who knew nothing about 
giare and, in many cases had no idea 
about the sizes of lamp bulbs, drew 
pictures of fixtures which they 
thought would appea] to the eye of 
prospective customers. As a result, it 


(Sylvania photo) 


Increasing in popularity for home lighting is the valance type of fluorescent 


strip with self-contained ballasts. 


Lighting of this type serves to dramatize 


the area and provide sufficient light for moderate seeing tasks. 
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BLIND BUYING 


Ld nol sound economy 


Today, more than ever before, it is imperative that 
you buy wisely, and with all possible information 
available spread clearly before you @ Asa group 
or individually, the members of the Atlanta Elec- 
trical Agents 10 Year Club... who have served 
the electrical trade of the Southeast for 10 years 

or more...through their long association with 

the industry and their territory are so ably 
informed that their cooperation can be a 


vital factor in your future. 
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(Left) The 30-watt fluorescent lamp in the alcove over the bed is a semi- 
direct unit which throws light down on the bed as well as giving some general 


illumination on the walls and ceiling. 


(Right) The shielded 6 watt fluores- 


cent lamps running vertically along each side of the vanity mirror furnish 


virtually shadowless light for applying makeup. 
illumination is needed for kitchen work surfaces. 


(Below) High level of 
In this kitchen, fluores- 


cent lamps mounted in the top and bottom of the cabinets provide an average 


of 40 foot-candles on the surfaces. 


was quite impossible io find fixturcs 
which could be recommended to do 
a good ligliting job. 

When a house was completed by 
the building contractor, the house- 
wife, would go to the dealer to select 


lighting fixtures. From the maze of 
stuff on the ceiling at the store, she 
would select something which she 
thought, ‘‘would be pretty for the 
living room.” When the fixture was 
hung, the switch flappcd on the lighi- 
ing result was usually so atrocious that 
it was soon turned off. Since it didn’t 
do a good lighting job and wasn’t used 
often, it became the vogue to leave 
out the ceiling fixture in the living 
room—the most important place in 
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(Sylvania photos.) 


the home—where flexibility of light- 
ing is desirable. As a result. the 
houscholder is deprived of a valuabie 
lighting feature, the contractor loses 
a couple of outlets on the job, the fix- 
ture dealer and manufacturer loses i 
profitable sale. 

All of this is nothing new to the 
contractor, but we mention it here to 
emphasize the fact that this situation 
leaves millions of old homes through- 
out the nation in need of relighting. 
The new homes which are now being 
built are seriously lacking in good 
lighting, due to the fact that so few 
good lighting fixturcs are available 
and that the cost of building is so 
high that items such as lighting equip- 


ment are reduced to the barest min. 
imum. These homes will all need 
rclighting. That leaves practically 
cvery home in the country in the mar- 
ket for improved lighting. 

People, generally, know now why 
good lighting is. They are experienc- 
ing better seeing in the mill, factory, 
cftice and store, yet in the great ma- 
jority of homes there is no place to 
iead the evening newspaper in com. 
fort. Mother has difficulty in sewing 
or reading; the children risk their pre- 
vious eyes trying to study under poor 
illumination. All of this notwiti- 
standing the millions of I.E.S. lamps 
sold before the war. 

What equipment will tomorrow's 
housewife have to relight her present 
home or to light her new one? Of 
course, we can expect a lot of junk 
on the market,—stuff that is put to- 
gether to sell to the customer who 
coesn’t know what to look for. While 
that’s a handicap for good lighting, 
it may be an opportunity for the ag. 
gressive dealer or contractor to prepare 
himself for the role of a home lighting 
consultant. It will prove a fascinating 
study to one who will take the time 
and effort to learn the fundamentals 
of good home hghting and it will be 
found to repay a hundred fold. 

Fluorescent lamps will play an im- 
portant part in lighting tomorrow’ 
home. Shortage of materials has con 
centrated the manufacture of fixtures 
in the industrial and commercial field 
with the possible exception of a few 
kitchen fixtures. Fluorescent lamps 
with their length ballasts, starters, 
etc., do not lend themselves too readi- 
ly to the design of residential fixtures. 
Some will appear on the market, to 
be sure, but whether or not they will 
be acccptable to the discriminating 
houscwife remains to be seen. They 
must not be too conspicuous, the 
uubes must be properly shielded to 
guard against glare, and the illumina- 
tion from them must be satisfactory. 
These faciors may give impetus to 4 
radical departure trom the conven 
tional fixtures which would be high’; 
desirable. 

For years, illuminating engineers 
have pointed out that electric lighting 
is different than that from othe 
sources. It does not need to be with- 
in easy reach for daily cleaning a3 
was the case with oil lamps. It can 
be turned off and on from a distance. 
‘| herefore, there is no need to be sus: 
pended from the ceiling. An electric 
lamp can be concealed in a small 
space. There is no extreme dangel 
fiom heat. Efficicncy and economj 
permits a large voiume of light and 
even color can be had if desired. 
Fluorescent lamps make these items 

(Continued on page 76) 


ELECTRICAL SOUTH for JANUARY, 1947 











DELUXE LOUVERED 
LUMINAIRE 
Model No. 3011 


Better Light 


for 
Better Business 


Better light by MITCHELL is building 
better business for these progressive 
shops as well as for sales-minded busi- 
nesses everywhere. MITCHELL-engi- 
neered Luminaires deliver ‘‘selling”’ 
light . . . abundant high-level illumina- 
tion, skilfully shielded for glareless, 
natural effects. MITCHELL Luminaires 
create and maintain a “sales atmos- 
phere” that attracts customers, puts 
appeal into merchandise, makeS it more 
desirable and easier to sell. That’s 
why progressive businessmen prefer 
MITCHELL Commercial Lighting. 


This tremendous user acceptance 
builds better business for the whole- 
saler. MITCHELL sales are clean, pack- 
age transactions—trouble-free volume 
business. MITCHELL installations are 
easy, smooth jobs for the contractor— 
time-saving, profitable business. And 
utility men find in MITCHELL installa- 
tions the high-level, properly diffused 
illumination recommended for really 
adequate lighting. From every angle, 
MITCHELL is Better Light for Better 
Business .. .. 


Mitchell Manufacturing Company 


\e 1 tinge and Floodli e Desk Lamps Port- 
Far West: Complete Modern Plant and Sales Office at Los Angeles sbte Floor and Table mps hed lee » Uitraviolet and intrared 


Serves the Entire Pacific Coast Area Health Lamps e Residential Lighting Specialties ..  Rad-i-Air Germi- 
1019 NORTH MADISON AVENUE, LOS ANGELES 27, CALIFORNIA eldal Units (made by Tru-Air Ultraviolet Products Co., Los Angeles) 









RURAL ELECTRIFICATION | 


Program for Better Farm Wiring 


IN PLANNING to scrve 45,000 new 
faim customers in the posiwai pro 
gram, our company felt that it was 
vcry important to make plans for 
helping th- farmers in obtaining bet- 
ter wiring. 

With this in mind, we began to 
formulate a program, the primary ob- 
jective being to promote better farm 
wiring. In carrying out this program, 
we believed we could help the farm- 
er to receive a properly installed wir- 
ing system and thus receive maximum 
efficiency from the electrical equip- 
ment which we and our cooperative 
dcalers expect to scll. By doing this 
we felt we could make the farmer a 
more satisfied customer. 

Our first step in the program of 
promoting better farm wiring was the 
icprinting from “Electricity on the 
harm” the article by George W 
Kabie, “Your Moncy’s Worth in 
farm Winng’”. This reprint was ai- 
tached to a letter in which we accept- 
cd the customers appiication for seiv- 
ice and mailed to every applicant. 
The main idea in doing this was to sct 
ine farmer to thinking about his fu- 
ture wiring system. As soon as th 
right-of-way was clear on the indivi- 
dual lines, the company’s official wir- 
iag standards for the service entranc¢ 
was mailed to all customers on the 
particular lines. 

Our next step was to discuss and 
tormulate working pians with othe1 
groups and organizations whose objec- 
tives are to improve farming and farm- 
1g conditions. The first plans along 
this line were to arrange a series of 11 
meetings with Extension Servic? 
Workers, each meeting located so as 
tu be accessible to several groups of 
ccunty workers in the 55 countics in 
which the company operates. 

Each meeting consisted of approx- 
imately six hours of instruction in 
{undamentals of eleciricity as related 
to farm wiring, transmission and gen- 
cration of electricity, wiring the farm 
home and other buildings, proper 
location of switches and convenience 


*Mr. Cochran is rural service en- 
gineer for the Alabama Power Com- 
pany, Birmingham, Ala. This discus- 
sion is adapted from a paper present- 
ed at a recent general sales conference 
of the Southeastern Electric Exchange. 
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By W. A. Cochran, Jr.* 


outlets in the home, and laboratory 
and discussion periods where the Ex- 
tcnsion Workers could ask questions. 

The talks given at these mectings, 
together with additional examples, ex- 
cerpis from the National Electrica: 
Code, and the questions and answers 
were later compiled in a mimcograph- 
ed booklet and, along with othe 
pamphlets, weze mailed to these 
county workers as reference materiai. 
These woikers thus became morc 
.amiliar with wuing materials and in- 
stallations and arc better able to talk 
about farm wiring to the farmer. Thi 
Extension Service Workers were ad- 
vised that our rural service engineers 
were available at any time for advice 
in installing wiring materials and elec- 
uical equipment. 

Some of the county workers have 
called on us quite a bit for advice and 
help. In one county, the County 
Agent with the Agricultural Counc.! 
scl adequate wiring as one of their 
major objectives for this year. They 
proposed to obtain at least one ade- 
quate wiring installation in each com- 
munity as a demonstration or model. 
‘They askcd our assistance and advicc 
in planning the wiring systems of 
cach, 

Our third step in the program was 
to begin holding farm wiring mect- 
ings with the farmers themselves in 
those counties where lines were be- 





ginning to be built. At these meet- 
ings, lasting approximately an hou: 
and a half, mosi of the time is spent 
discussing and planning the installa- 
t.on of good farm and home wiring. 
Also samples of recommended mate- 
rials and equipment are displayed and 
discussed. The booklet, “Farm Wir- 
ing Guide’, and a sheet, “Wiring Re- 
mincers”, suggested by the company, 
were distributed after the discussion 
so that the farmer would have some- 
thing to take homc with him to help 
him plan his wiriig. The sheci 





‘Wiring Reminders’, is a list of 14 
important points giving the recom- 
mended sizes of wires, service en 
trance cables, entrance switches, num- 
ver and lucaiion of convenience oui- 
lets and wall switches. 

As we went along with the farm 
wiring program, we found other things 
which influenced the wiring a farme’ 
installed, most important of which 
is the wiring contractor installing the 
wiring. We can advise the farmci 
of proper wiring for his farm by visit- 
ing his place and supplying him with 
a wiring layout made cspecia!ly for hi: 
set-up. However, the wiring contrac- 
tor can very often, in a short time, 
bieak down wnat we have spent hours 
ut days building up. In most cascs, 
lie is well known in the community, 
and the farmer may listen to him 
quite readily. He may encourage the 
farmer to install an inadequate in- 
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TRUMBULL¢ (T) 


Countless thousands of locations 
require a sentry to guard 4 single phase circuits 
or less .. . for which duty Trumbull recommends 
the MO-4 Multibreaker . . . NEW to the Elec- 
trical Industry . . . an improvement of the 
MO-2, tested during war years in millions of 


circuits. 


It is low in cost yet has both automatic overcurrent 


IN PRODUCTION ... 


THE TRUMBULL ELECTRIC MANUFACTURING CO. =» 
OTHER FACTORIES AT NORWOOD, OHIO 
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MO-4 MULTIBREAKER 








LECTRICAL INDUSTRY 
OF TRIPPING 
T.. STREAMLINE DESIGN 





L4.----- ot CEhL 
and short circuit protection for branch circuits, in 
the form of a Circuit Breaker with combined ther- 
mal and magnetic characteristics . . . for the great- 


est speed in tripping. 


The MO-4 has a wide range of application in 
homes, garages, apartments, small stores, and is 
ideal for camp and farm installations. Specify or 
order this NEW TRUMBULL MO-4 


ORDER NOW! 


PLAINVILLE, CONN. 


* LOS ANGELES * SAN FRANCISCO « SEATTLE 
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siallation because le knows the farm- 
er does not want to pay the higher 
cost of installing the recommended 
system, in which case we have failed 
to convince the farmer of his need 
for it. Then, too, there is the possi- 
bility he might be bidding against 
4 competitor for the job which would 
necessitate a low bid and a correspond- 
ing decrease in the quality of the in- 
stallation. 


Program for Contractors 


In an effort to promote improved 
wiring practices, we started an edu- 
caticnai program especially for thc 
wiring contractors. We requested the 
aid of the county agents in obtaining 
1ists of wirmg contractors doing worx 
in each county. In this way, we got 
names of men who were part-time 
contractors and who although they 
did quite a bit of ruiai wiring, had a 
itmited knowledge of good wiring 
practices. With this in mind, we de- 
cided to try holding schools for these 
contractors in three counties wherc 
our largest postwar building program 
was in progress. Present at these 
meetings were 60 to 80 per cent of 
the wiring contractors on our lists. Ac 
one meeting only 2 of the 22 presen: 
were contractors before 1945, and 
only 3 of 20 present at another meet- 
ing had pre-war experience in electri- 
cal wiring. 

The meetings usually lasted about 
4 or 5 hours and consisted of instruc- 
tion in the fundamentals of electri- 
city with demonstrations to show 
why larger wiring and properly madc 
splices are necessary in good, econo- 
mical and safe wiring installationc, 
instruction in the National Electrica! 
Code as it pertains to residential and 
farm buildings wiring and discussions 
about good common practices in in- 
Stalling the wiring system; a detail- 
ed, step-by-step method of planning 
a wiring job; and a thorough drilling 
in errors that had been found in jobs 
compleied. 

An informal talk with these men 
revealed that they wanted to do bet- 
ter wiring jobs, but the farmers werz 
shopping for the lowest price withou! 
thinking at all of what type installa- 
tion they would get. Together we 
worked up a sales talk and sent them 
cut to persuade prospective customers 
to have at least the beginning of ar 
adequate wiring job done, even it 
part of it had to wait until a later 
date. The wiring contractors, in turn, 
requested that the company keep 
mailing out proper wiring informatio: 
to the fulure customcrs, and that we 
urge the rctail merchants to stock the 
necessary materials for making thes. 
adequate wiring installations. 

A large number of the wiring con 
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tractors said they received helptul in- 
{crmation at these schools, and we 
feel by the comments received that 
the meetings held so far were success- 
ful. We plan to continue these meci- 
ings where necessary in the future. 
liowever, we have not at the preseni 
isme completed our iists of contrac- 
tors in all counties. 

In addition to thesc schools for the 
wiring contractors, we also scnd them 
a number of bulletins about materials 
and equipment, pamphlets and hand- 
books, such as the Handbook of Resi- 
ccntial Wiring Design and Handbooa 
of Farmstead Wiring Design. 

Our visits with the retail merchants 
icvealed that they were not familia; 
with wiring instailations for which 
they sold the materials and they, 
therefore, had insufficient knowledge 
sbout farm electrification to propery 
advise their potential farm customers. 
Also they were not sure that the de- 
mand for iarger sizes of wires, cables, 
and switches would be sufficient to 
wartant stocking them. We feel surc, 
however, that most of thoes we talk- 
ed to were convinced that they would 
continue to have more and more re- 
quests for larger sizes of wire andj 
cther materiais when we showed then 
the pampilets and advertising matc- 
rial which we were passing out and 
explained to them the procedure we 
are following to get this better wiring 
installed. We plan to mail other in- 
iormation to these retailers from time 
to time to keep them informed of 
progress in the wiring field and to fur 
ther ther knowledge of adequate wir 
ing installations. 

We also contacted the wholesalers 
and jobbers who showed a great dea! 
of interest in this program. They de- 
sired to sell the better grade of mate- 
rial, but since it moved so slowly they 
did not stock it in larger quantities. 
At our suggestion, they plan to stock 
the better grades and larger sizes of 
material and equipment and encour- 
age the retailers to buy more of it, 
that is, as soon as the manufacture7zs 
send them more. 

“With the opening of the fall term 
of rural schools last year, 4-H Club 
Icaders in several counties requested 
that the company send a representa- 
tive to discuss electricity and wiring 
with their clubs. This meant that 
the information about good wiring 
had to be adapted to the level of ju- 
nior and senior high school pupils. In 
these clubs, as in the Vocational 
Agriculture and Home Economics 
classes, the foundation for future and 
more advanced lessons was laid by 
drilling on the fundamentals of elec- 
tricity with demonstrations. 

Naturally, it was expected that thc 
chief benefit to these pupils would be 


the beginning of a long range pro- 
gram to enable them to use and work 
with electricity more _ intelligently 
after they become the farmers and 
nomemakers of our state. However, 
through special reference to the wir- 
ing program at hand, and through the 
special bulletins carried home by the 
pupils, it was anticipated that the in- 
tormation might reach some homes 
not already reached with timely wir- 
ing information. In addition to the 
classes we meet and talk with, we 
have mimeographed additional copies 
of the talks made to the Extension 
Service Workers previously for the usc 
of the teachers in carrying on these 
lessons. Also, our Rural Department 
prepared a booklet, “Farm and Home 
Wiring”, for use by the Extension 
Service Workers, 4-H Clubs, Voca- 
tional Agriculture Schools and begin- 
ning electricians. 

In addition to working with the 
secondary schools, by request of the 
professor we also meet two laboratory 
meetings every other quarter with the 
class in Rural Electrification, a course 
offered in Agricultural Engineering at 
the Alabama Polytechnic Institute. 


Motion Pictures Used 


Our latest idea in this program ‘s 
to obtain sound motion picture films 
made by the U. S. Office of Educa- 
tion for occupational training during 
the war and show them at speciai 
training meetings. We have already 
purchased five films which teach how 
to properly install various wiring sys- 
tems and we plan to show these in 
cach county to wiring contractors, Ex- 
tension Service Workers, Vocational 
Agriculture Teachers and interested 
company employees. 

Since this program of promoting 
better farm wiring is primarily one of 
educational sales work, the results do 
not show up very fast. There are sti] 
many poor installations being made, 
even in counties whee intensive work 
has been done to spread the correct 
wiring information. A large number 
of the farmers who were invited fo 
various reasons failed to attend thic 
community wiring meetings. Also 
contributing to this situation is thc 
newer crop of wiring contractors 
springing up every day; a number of 
farmers who are attempting to do 
their own wiring; and, most import: 
ant of all right now, the drastic mate- 
rial shortage which naturally limits 
the installations being made _ today. 

However, there is every indication 
that definite progress has been mad. 
The company’s local and district man- 
agers have reported a noticeable im- 
provement in all installations and a 
much higher percentage of 3-witc 

(Continued on page 76) 
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NATIONAL ELECTRICAL CODE 


Electrical Re-Inspections 
Needed to Assure Safety 


By M. D. Darrah.* 


INSURANCE, electrical and fire in 
spectors often get so swamped 
with the details of reports, permit. 
and fees on new installations that the 
most valuable preventive work is us- 
ually neglected. If the electrical in 
spector’s goal is, as it should be, the 
protection of life and property, rein- 
spection of older wiring installations 
will accomplish more than all other 
efforts combined. 

Reinspection is often a thankless, 
and always a difficult, task. The difti- 
culty of defraying the cost of rein 
spection is discouraging to the man 
agement. The enormous task of rein- 
specting, even without covering resi 
dential installations, presents a prob- 
Iem. An under-manned organization 
could never finish the work as the de- 
preciation could be faster than the re- 
placement. The general public can 
not see the invisible dangers of elec- 
tricity but always sees the concrete 
costs of eliminating hazards. Often 
the owner’s first reaction is that the 
inspector is “drumming up” business 
for his friends. Another common re- 
buttal to the inspector’s suggestion 
is, “Why, its been working all righ 
for years. Why is it dangerous now?’ 

I‘ew people realize that three ma- 
jor factors start to affect a wiring in- 
stallation the day it is energized. 
These are obsolescence, depreciation, 
and poor maintenance. They cause de- 
terioration far faster on electrical sys- 
tems than on plumbing, heating, or 
the structure of the building. 

Obsolescence hazards are mostly 
caused by the rapid increase in the use 
of electricity. The system that easily 
served an electrical load a number of 
years ago is usually straining under 
over twice that load today. Where one 
convenient outlet was ample in 4 
home twenty-five years ago, ten to 
twenty are hardly adequate today. 
This lcads to improper maintenance 
or tampering by trying to stretch 

an obsolete installation to meet mod- 
ern needs, 


*Mr. Darrah is chief electrical in- 
spector for the city of Dallas, Texas. 
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Improper maintenance and opera 
tion starts first with a blown fuse. 
‘That is what it was installed for, but 
the average owner installs a larger size 
because “it 'asts longer.” Finally, wheu 
‘he largest sized fuse becomes tos 
small to hold the increased loads, th: 
fuse is bridged and a serious fire haz 
ard is born. Bridged or blocked ther- 
mal elements have helped burn out 
many motors that have become over 
loaded. The use of extension cords 
to circumvent the cost of installing 
adequate wiring are common hazards. 

All electrical material depreciates 
mechanically due to ageing. The 
manufacturers have built amazing life 
into the various parts, but everything 
changes state through the ages. Cop- 
per tarnishes under various vapors. 
Rubber dries out and looses its in- 
sulation value. Electrical materials 
and cquipment will last as long as the 
building if properly installed and 





maintained. Under the accelerated 
depreciation of overload and _ heat 
the time will come ultimately when ; 
fire will be charged to electrical wir 
ing. Overloaded wiring will not ex 
plode like a boiler with the safet; 
valve tied down, but the overloads o! 
past years are causing the troubles 
today. 

Reinspection is a necessary job. |: 
is the principal duty of the men te. 
sponsible for electrical safety. Much 
of the thanklessness and difficulty can 
be avoided by diplomacy and tact 
The reinspection specialist should be 
a teacher, not a policeman. When 
the inspector not only points out the 
hazards, but also explains why the wir- 
ing is dangerous, the owner usuall; 
feels that he is receiving help instead 
of criticism. ‘Ten corrections of haz. 
ardous wiring can be sold in the time 
taken to force one. 

Fire insurance rates and electrical 
inspectors’ reputations are based 
the law of averages. The city that 
is 90 per cent corrected annually 
better off than one corrected 100 per 
cent once every ten vears. An inspec 
tor should have emergency and lega' 
authority, but the less he has to use 
them, the more territory he can cover 








INSPECTORS TEST ALUMINUM WIRE—Electrical inspectors in attendance 
at the Annual Meeting of the Southern Section I.A.E.I. in Asheville, recently 
had an opportunity to examine the aluminum building wire and cable offered 


by U. S. Rubber Company in sizes No. 12 and larger. 


In the picture, Frank 


G. Camus, contractor of Shreveport, and former vice-president of the 


I.A.E.I. is shown trying out a joint in the new aluminum wire. 


Left to right, 


C. T. Jones, Southeastern Underwriters Association; A. S. Basil, chief en- 
gineer, U. S. Rubber Co., New York; Mr. Camus; and D. B. Karlskind, en- 
gineer, U. S. Rubber Co., Chicago. 
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and the better average condition can 
be obtained. If full coverage cannot 
be obtained due to personnel prob- 
lems, it is wise to concentrate on com 
mercial and industrial systems. Loss 
es per fire are higher on these installa- 
tions and the wiring is usually chang 
ed more often, due to changes of oc- 
cupancy and increasing loads. 

Educational campaigns, if possible 
to arrange, would be of great value. 
Cooperation of every one in both the 
electrical industry and the fire preven- 
tion business should be obtained. 
With millions of buildings containing 
electrical wires it will take the concen- 
trated efforts of all of us to keep 
ahead of dangerous wiring and to pro- 
tect the public from electrical haz- 
ards to life and property. 


2,000 New Electric Models 


More than 2,000 new models, or 
variations of already-existing models 
of electrical instruments, were de- 
veloped in 1944 by one company 
alone. These included ammeters and 
voltmeters 1% inches in diameter 
and weighing less than 0.2 pounds, in 
line with military needs for lighter 
equipment. 


One Firm: 300,000 Items 


One electrical manufacturing com- 
pany alone produces more than 300,- 
000 separate electrical items. 


Platinum wire for precision fuses to 
protect delicate electrical instruments 
is made in sizes down to 0.000017th 
of an inch in diameter. 
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therefore, that the 

Board members’ wives must wait 

for their appliances until our cus- 
tomers are taken care of —”’ 


**__Resolved, 
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Triangular auc Range Units 
Wake Oaitstied Customers 


CHROMALOX DESIGN 


FOR MAXIMUM PERFORMANCE Trim, glistening, modern 


CHROMALOX Triangular Range Units 
make housewives satisfied customers. 
More cooking contact surface—plus 
maximum radiant heat—provide new 
high-speeds in cooking. 
CHROMALOX Triangulars install 
without muss, fuss or bother with a 





A. Exclusive “triangular” design assures maxi- screwdriver as your only tool. And 
mum fiat contact cooking surface. 
8. Made with INCONEL which is rust-proof, 


acid-proof, corrosion-proof. 


two stock sizes fit a// electric ranges 
when you use low-cost CHROMALOX 








C. Highest grade nickel-chromium heating ele- 
ments. 

D, Aluminumized steel reflector reflects maxi- 
mum radiant heat . . . does not rust or 
distort . . . lifts out and is easily cleaned. 

£, Heating coils are independently replace- 
able without special tools. 


stainless-steel Adaptor Rings. 

Here is your opportunity to capture 
range unit replacement sales. Write 
for folders CF-145 and L-1023 which 
give replacement data on all ranges. 


EDWIN L. WIEGAND CO., 7600 Thomas Boulevard, Pittsburgh 8, Pa. 


C. B. ROGERS, 1000 Peachtree St., 


N.E., Atlanta, Ga. 


L. R. WARD CO., 463 Southland Building Annex, Dallas 1, Texas, 
932 M. & M. Building, Houston 2, Texas. 
W. R. PHILLIPS, P. O. Box 2561, Raleigh, N. C. 


On new ranges and for replacement 
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FLUORESCENT 


Westinghouse offers all types 
and sizes. First choice for effi- 
cient general lighting of plants 
and offices. The greater effi- 
ciency of fluorescent lamps MERCURY VAPOR 
makes possible the higher in- 
tensities of light needed for 
more productive working 
conditions. 




































These Westinghouse lamps 
are excellent for general plant 
lighting when the lamps must 
be installed in high bays and 
for critical inspection where 
color distinction is not a factor. 


INCANDESCENT High light output per watt 

C ; makes these lamps efficient to 

yeneral service lamps up to ‘ 

1500 watts serve most indus- were 

trial applications. Westing- 

house Projector and Reflector 

lamps are a simple, convenient 

means of supplying a directed INFRARED 

or a spread beam of light Available in types and sizes 

where it is needed. up to 1000 watts, Westing- 
house infrared lamps are prov- 
ing to be the simple, conven- 
ient, and economical source of 





heat for many baking, drying, 
and heating processes today. 


Westinghouse 


LAMPS FOR SHEL -ABILITY 
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Westinghouse Lamps 


FOR EVERY INDUSTRIAL 
REQUIREMENT 
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| Westinghouse Electric Corp. 
I 






i 

I 

Please send me the publication checked below: I 

ORESCENT LAMP BOOKLETS Saget Sa “Industrial Infrared Lamps,” Form A-3817 I 

Send today for either or both of these new [ ........ "Fluorescent Lamps,” Form A-4759 I 

information booklets. Check and mail the | Name......000000..0..c..cssceeeseeseeeeveeeseeevees 

handy oe Westinghouse Electric Cor- | IRS Ae Ste So La ing! . 
poration, Lamp Division, Bloomfield, N. J. a 
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NEWS of 





the INDUSTRY 








G-E Lamp Department 
Announces Changes 


TuRN OF THE YEAR marked fou: 
major organization changes in the 
General Electric Lamp Departmeni 
sales district setup. 

T. W. Moore, for many years man- 
ager of the department’s Southeastern 
Sales District, and associated for more 
ihan forty-six years with G.E., has 
tutired from active service. His dis- 
trict headquarters have been in At- 
lanta, Georgia. 





T. W. Moore 


Southeastern Sales District has 
been divided into two districts. Onc 
is called Carolinas Sales District. The 
other goes by the former name of 
Southeastern Sales District. Head- 
quarters of the Carolinas district are 
located in Charlotte, N. C. New 
Southeastern’s headquarters remain in 
Atlanta. 

Named to manage the new Caro- 
linas district is Glenn E. Park. He is 
a native of Ohio and a graduate oi 
Ohio State University. He began hi, 
career with G.E. in 1919 in the Engi- 
neering Division, at Nela Park, Cleve- 
land. He served as district salesman 
for several years in the southeastern 
area of the U. S. In i927 he wa: 
promoted to post of district engineer 
with headquarters at Charlotte, N. C. 
In 1936 he pas put in charge of lamp 
sales for G.E. in the two Carolinas. 
He is a member of the numerous civic 
and technical organizations. 

Appointed manager of the new 
Southeastern Sales District is L. J. 
campbell, formerly assistant district 
manager under Mr. Moore. A native 
of Alabama, Mr. Campbell is a grad- 
uate electrical engincer from Missis- 
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L. J. Campbell 


sippi State College. Ile joined Gen- 
ei1al Electric in 1927 as a_ student 
engineer with Edison Lamp Works, 
alt Harrison, N. J. Most of his career 
isas been devoted to the sales activi- 
iies of the G. E. lamp business. Fle 
is widely known throughout the south- 
castern area of the country. 

Mr. Moore, a graduate of Emory 
liniversity, began his carecr with G.E. 
es office boy in the company’s At 
lanta office. After several years in 
uue New Orleans branch office, he 
icturned to Atlanta in the role of chief 
clerk. In 1912 he was promoted to 
district manager of G.E. Supply and 
lamp Departments. He was made 
district manager of G.E. Merchandise 
end Lamp Departments in 1924. 
‘liansferred to the Lamp Departmeni 
of G.E., in 1932, Mr. Moore wa: 
cppointed manager of the depart 
ment’s Southeastern Sales District. 
Besides directing business affairs for 
C.E., Mr. Moore was cxtremely active 
i civic affairs. He served as pres- 





Glenn E. Park 





ident of numerous clubs and organiza- 
tions or otherwise helped direct the'r 
activities. It is said that few persons 
ia the Atlanta area are more widely 
known than Mr. Mooie. 


MGM Records Distributed 
By Southern Graybar 


Distrrpution of MGM records ii: 
tiie states of Georgia, Alabama, west- 
wn Florida, and eastern Tennessee 
‘vill be an added service of Graybai 
Electric Company’s Southern District 
Office, of Atlanta, with Branch 
Houses in Birmingham, Chattanooga, 
and Knoxville, according to announce- 
ment by H. E. Giles, district mer- 
chandise manager. 

The entrance of Metro-Goldwyn 
Mayer into the record manufacturing 
‘usiness, through its subsidiary, 
MGM Record Division of Loew’s, 
inc., promises a compiete new line of 
rccords featuring some of the fines 
talent available. Delivery of first re- 
lLases is expected about March, 1947. 


Construction Started on 
Large Vepco Power Plant 


Construction of the largest single 
generating unit yet built by the 
Virginia Electric and Power Com- 
pany has been started. ‘The “Possum 
Point” Power Plant, at Dumfries, 
Virginia, will be located on the Po- 
tomac River at the junction of the 
river and Quantico Creek, and will 
be a 60,000 kilowatt steam power 
plant. 

The company reports that the need 
for power in Virginia is increasing 
daily. At one time, it was thought 
that in areas where there had been 
heavy demands by military camps, 
such as in the Quantico area, the 
close of the war might mean decreas- 
ing power demands. On the con- 
trary, it now appears that in that very 
area the company must construct a 
new and much larger plant. For this 
purpose they have bought a 1,000 
acre farm with about two miles of 
water front on the river channel. ‘The 
location is about half way between 
Fredericksburg and Alexandria and 
will be connected by transmission 
lines with the main line running from 
Richmond to Alexandria and also with 
the main line running from Char- 
lottesville to Alexandria. This loca- 
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Chesterfield steam power station on the James River which is being dupli- 

cated on an enlarged scale by the Virginia Electric and Power Company at 

the new “Possum Point” plant now under construction at the junction of 
the Potomac River and Quantico Creek. 


tion is considered ideal for serving the 
rapidly growing sections in the Arling- 
ton-Alexandria area. 

Designs and plans prepared by the 
Stone and Webster Engineering Cor- 


poration wi!l require two years for 
completion. It will represent an ex- 
penditure of about $7,500,000 at 
present price levels. Orders have al- 
ready been placed for major pieces of 























FLUSH TYPE 





Electric 
WALL HEATER 


This attractive flush type heater 
is especially designed for new 
homes. Ideal for bathrooms, 
breakfast rooms, or auxiliary 
heat in any room. Designed for 
years of trouble-free service. 
Beautiful chrome front to match 
bath fixtures. Built-in switch. 
Thermostat for automatic opera- 
tion available at extra cost. 
Front size 15x 16%”. Opening 
in wall 14x14%x3%”. 


128 8th Ave., N. 





Permanent Bathroom 






Interested Distributors Write 


Fixture 





Model E. W.F. 


Nashville, Tenn. 











ECONOMASTER SALES, Ine. | 
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equipment such as the 60,000 kw 
turbine, generator, condenser, etc. 
Although larger, this plant will be al- 
most a duplicate of the Chesterfield 
Station, near Richmond. 





Representative Named 
By Ward Leonard 


Warp Leonarp Electric Co, 
Mount Vernon, New York announce: 
ihe appointment of Storer and 
Schemm, Transportation Building, 30- 
East Fourth Street, Cincinnati 2, 
Ohio as their new industrial sales rep- 
resentative in southern Ohio, Eastern 
Kentucky, western West Virginia, 
and the counties of Clark and Floyd 
in Indiana. 


Insulation Company Has 
New Office Location 


Tue St. Louis office of Insulation 
aud Wires, Inc., moved on Januar; 
ist, to its new location. IWI, long 
a service headquarters for electric? 
insulation, magnet wire, and equip- 
ment, is now located at 3435 Chou- 
teau, St. Louis 3, Mo. 

The new offices will include greatly 
enlarged warehouse space and a rail- 
road siding for more efficient and fas- 
ter service. 


GE Not Making General 
Price Increases 


EMPuasizINc that the General Elec- 
tric Company is not making a general 
“across the board” price increase, 
Charles E. Wilson, G-E president, has 
announced that cach of the company’ 
200,000 products has been or is be- 
ing studied scparateiy “in an attemp. 
to restore something like the normal 
balance between costs and _ selling 
prices.” 

Mr. Wilson declared that every 
price increase “has been made reluc 
iantly and has been as small as we 
could make it.” He stresscd that the 
company “has done more than its 
share to keep down the cost of liv- 
ing.” He pointed to the report by 
the U. S. Bureau of Labor Statistics 
tnat all prices which go to make up 
the cost of living have risen 45.7 pe 
cent between 1940 and Scptember of 
this year, whereas G-E prices increas- 
ed only approximately 18 per cent 
“At the same time,” he said, “the 
average hourly earnings of General 
Electric employees increased 55.1 pet 
cent.” 

The GE president said that in the 
nome appliance field, the total price 
increase has averaged less than 10 per 
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cent and thai retai! prices of severa! 
pioducts on which the company ha: 
reached suvstantial volume have beer 
taised less than 2 rer cent. 

Citing specific examples, Mr. Wil- 
son said that some prices have not 
been raised at all, as in the case of 
automatic blankets and automatic 
toasters. Refrigerator prices have been 
increased 12¥2 per cent; electric ran- 
ges, 11 per cent; and washers, 30 pei 
cent. He explained that the latter in- 
crease “is caused by the fact that in 
niaking a washer we depend morc 
heavily than usual on outside suppliers 
cor parts, which have risen sharp!y 
n cost since decontrol.” 





Trumbull in Production 
On New Safety Switch 


Tue TrumButt Elcctric Manufac- 
turing Company, of Plainville, Con- 
necticut, reports that it realizes one 
of its first post-war aims in announc- 
ing the Type D Enclosed Safety 
Switch. Trumbull engineers coordi- 
nated a new switch design with mod- 
cm principles of straight line produc- 
tion and the use of newiy developed 
tools and assembly methods to bring 
about quantity production of the 
Type D Switch at low cost. 

It is rated at 30 amperes and ‘s 
compactly contained in a box that 
measures only 442” wide x 64%” long 
x 34%” deep. The overall effect is, 
in reality, an entirely new conception 
of switch appearance to harmonizc 
with any surroundings. 

A uniquely designed handle gives 
the Type D front operation, and its 
altached triple duty spring takes up 
any loose tolerance in the switch. 

The Type D Switch is designed so 
that the pivoting lever may be pad- 
locked in the “Off” position to pre- 
vent opening of the switch or covci 
vy an unauthorized person. 
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CRESCENT 


ENDURITE 
Type RH 


Gives Greater Current Carrying 
Capacity per Dollar of Installed Cost 


AN EXAMPLE- 
200 AMP. CIRCUIT 








250,000 CM 3/0 

ry Di D TYDE Bi 

TYPE R TYPE RH 
Requires 242” Conduit. Maximum Requires 2” Conduit. Maximum 
permissible operating temperature permissible operating temperature 
60° C. ~ 

For 100 ft. run cost for wire and For 100 ft. run cost for wire and 
conduit—approximately conduit—approximately 


$159.00 $116.00 


Both figures are based on 330 feet of cable and 100 feet of galvanized steel 
conduit at PRESENT LIST PRICES. Saving shown—27%. 


The superior heat resistant characteristics of CRESCENT 
ENDURITE INSULATION with its higher permissible operating 
temperature and therefore greater current carrying capacity, 
permits the use of a smaller size of conductor, and in most cases 
smaller size of conduit at less cost than would be required for 
Type R Wire for the same load. 

For light loads requiring small sized conductors, Voltage 
Drop is the determining factor in choice of wire size. Usually 
in sizes No. 6 AWG and heavier for power circuits or No. 1 AWG 
and heavier for lighting circuits, CRESCENT ENDURITE Type 
RH Wire & Cable gives the lowest installed cost-per-ampere of 


useful circuit capacity. 
Lao 
CRESCENT Siem) 


WIRE & CABLE 
CRESCENT INSULATED WIRE & CABLE CO. 


TRENTON, N. J. 


ATLANTA, GA., Edgar E. Dawes, 401-402 Rhodes Building 
NEW ORLEANS, LA., Paul Hogan, Jr., 305 Levert Building 
RICHMOND, VA., Robert W. Fishburne, 112-114 Exchange Bldg. 
DALLAS, TEXAS, M. C. Huie Company, 707 Thomas Building 































































Names in the News 








C. B. McManus has been named a 
vice-president of the Georgia Power 
Company, according to an announce- 
ment by W. E. Mitchell, president. 
Mr. McManus has been associated 
with the company since 1927 as su- 
perintendent of district operations, as- 
sistant operating manager, and assist- 
ant to the president. 





C. B. McManus 


A native of Smithville, Ga., Mr. 
McManus is a graduate of Alabama 
Polytechnic Institute. He served as 
an officer in World War | and joined 
the Alabama Power Company in 
1919. Before coming to Georgia, he 
operated the Muscle Shoals steam 
plant and was a division manager at 
Birmingham and Huntsville, Ala. 


* * 


Bright Light Reflector Company, 
Bridgeport, Conn., has announced the 
appointment of J. Stanley Dunlop, of 
Baltimore, Maryland, as sales represen- 
tative. Mr. Dunlop will cover the 
state of Maryland and Washington, 
@. G. 


S. B. Williams will become manag.i 
of customer relations for the Lighting 
Division of Sylvania Electric Prod- 
ucts, Inc., effective January 1, 1947, 
accordmg to an announcement b; 
B. K. Wickstrum, gencral sales man- 
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A NAME 
GROWING BIG 
—ELECTRICALLY 


95 PIEDMONT AVENUE, S. E. 






































ATLANTA, GEORGIA 








S. B. Williams 


Mr. Williams is well known in the 
electrical publishing business having 
spen: most of his career in this ficld 
since his graduation from Princeton, 
in 1914. For the past eight ycars he 
has been editor of Eicctrical Worl -. 

Active in the public utility and illu- 
minating branches of the eicctrica’ 
industry, Mr. Williams is a member 
and a past president of the I!luminat- 
ing Engineering Society; a member 
of the American Institute of Electri- 
cal Engineers, a past chairman of the 
New York Business Paper Editors 
Association; and a former director ot 
the Chicago Business Publishers Asso- 
ciation. For several years past, he has 
served as secretary of the Committee 
of Awards for the James H. McGraw 
Awards for Electrical Men. 

x x S 


J. F. Touhey, sales promotion 
manager, Arkansas Power & Light 
Co., Pine Bluff, Ark., has been ap- 
pointed to the newly created position 
of industrial engineer. 

Mr. Touhey’s duties will include 
the assisting of new industries to ob- 
tain locations in territory of the com- 
pany, as well as to aid existing indus- 
tries in planning expansions. 


- 38 cd 


Frank L. Magee, general produc- 
tion manager for Aluminum Com- 
pany, of America, has been made a 
vice-president of the company. He 
will continue in his present duties, re- 
porting to I. W. Wilson, vice presi- 
dent in charge of production. 

Mr. Magee is in his 30th year with 
Alcoa. He joined the company in 
1917 as a sales apprentice. He con- 
tinued in sales work in various com- 
pany sales offices until 1937 when he 
left the district managership of the 
Atlanta sales office and came to Pitts- 
burgh to become manager of shect 
sales. In 1943, Mr. Magee became 
general production manager and as- 
sistant to vice president I. W. Wilson. 
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W. H. Lantz, Jr. 





R. F. Frenger 








Two new vice-presidents, W. H. 
Lantz, Jr., of Hartford, and Rey F. 
Frenger, of St. Louis, have been elect- 
ed by Federal Electric Products Com- 
pany’s board of directors, it has been 
announced by L. W. Cole, president. 

Mr. Lantz, who came to Federal 


the in 1941, will be the executive head of 
rr the Hartford division. Mr. Frenger 
c 


joined the company in August of this 


mm, year and will be in charge of the Wm. 
he Wurdack division in St. Louis. 

I. Prior to assuming his new position, 
wt Mr. Lantz was general manager of 


the Hartford division. As chief engi- 
ber neer for Federal from 1941 to 1945, 























ae he was instrumental in developing nu- d 
ber merous electrical control devices such simply constructed... 
eel as panelboards, double throw switches, wable fuse so 
the Fp ge elie siars fore a rene Weseeeee 
Federal Polare switches, circuit break- NEVER beto easy fo rene 
or: ers, and other items. a renewable fuse so ble 
ot Mr. Frenger has had broad exper- NEVER before so easy to assem 
ee ience in the electrical industry, parti- — 
on cularly with Westinghouse Electric 
sad Corp. 
aw * x * 
Charles H. Newman has been ap- 
pointed vice-president of The Silex 
on Company to succeed Wesley R. 
ht Becher, resigned, it was announced 
Ap- recently by Frank E. Wolcott, presi- 
on dent of the company. 
ide 
Ib- 
m- 
us- 
uC- 
m- 
a 
He 
re- 
SI- 
ith 
in 
- C. H. Newman WIRE + CORD SETS 
he CARTRIDGE and PLUG FUSES + FUSTATS 
ee TROUBLE LIGHTS * CHRISTMAS LIGHTING SETS 
“s Mr. Newman, previous to his new 


x appointment, has served as vice-presi- 

ctf PReintment, has served as vice-presi: | TPT oh AN MEANS @ (QR TAY tt@ 3 a ee 
poration, a Silex subsidiary, since leav- 
” ing the U. S. Navy in February, 1946. 
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Spot News from the South 








Birmingham, Ala.—Butler’s, head- 
ed by A. H. Butler, has opened for 
business at 2020 North Second Ave- 
nue, featuring electrical appliances, 
radios, etc. 

ca + * 

Montgomery, Ala.—Incorporation 
papers have been filed by the Nolin 
Brothers Refrigeration Company, 
1046 Madison Avenue, to buy, repair, 
distribute and generally deal in all 
types of electric and ice refrigerators. 

* a od 

Little Rock, Ark.—The Standard 
Tire & Supply Company has opened 
at 310 West Third Street, with M. 
W. Nieburg, president. They will 
handle electrical appliances. 

so * 2 

Miami, Fla—The Jefferson Com- 
pany, Inc., has opened a branch store 
on N. W. 7th Avenue. 

ca Oo * 

Orlando, Fla.—The Orlando Ap- 

pliance Co., Inc. has been chartered 


to deal in electrical appliances. E. 
Reed Whittle, Helen L. Whittle, and 
Chester L. Helen are directors. 

* ¢ ¢# 

Atlanta, Ga.—Bob Shelly has open- 
ed a new appliance firm, Bob Shelly 
Appliances, here at 273 Peachtree 
Street. Mr. Kelly is president of the 
Atlanta Electrical Association and 
vice-president of the Retail Merchants 
Association. 

* * - 

Bonner Springs, Kan.—The Harring- 
ton Electric Store was recently open- 
ed by Oliver Harrington, owner. 

* a x 

Cimarron, Kan.—The Young Ap- 
pliance Company has moved into its 
new quarters on Main Street. 


Parsons, Kan.—Formal opening 
was held recently by McKernan Elec- 
tric Company. Leo ‘T. McKernan, 
owner, has been associated with the 
Kansas Electric Power Company. 
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WATER HEATERS 


JOMATIC ELECTRIC HEATER CO., Inc, POTTSTOWN, PA. 





Fine performance has 
been a point of pride | 
with SEPCO distribu- 
tors and dealers for 
over 30 years. 





AUTOMATIC 
ELECTRIC 

















Louisville, Ky.—The Kaufman 
Straus Company has opened a ney 
home appliance department. 

aK xe * 

Madisonville, Ky.—Whitfield Elec} 
tric Company, capitalized at $18,00/ 
has been incorporated here by O. k 
Whitfield, Bruce C. Kixmiller, and 
Loren Patton. 

x *« * 

Paintsville, Ky.—William O. Kerric\ 
and Chester Trimble, of Ashland, wi 
open the Paintsville Appliance Com: 
pany. The new company will be | 
cated on Main Street. 

x *« * 

New Orleans, La.—C. G. Staubit/ 
Company has opened at Tulane and 
Carrollton Streets. C. G. Staubitz i 
the owner. 

*x * * 

Shreveport, La.—Mrs. Valeria Free 
man, graduate-specialist in the field 
of home economics, has joined th 
staff of Campbell Radio and Appli 
ance Company. Mrs. Freeman \ 
instruct housewives in the use 
maintenance of electrical appliance 

a ae x 

Shreveport, La.—A second generat 
ing unit has been ordered tor 
Lieberman Power Plant, now un 
construction by the Southwestern G 
and Electric Company. 





Natchez, Miss—B. G. Newmar 
Inc., recently re-opened for busines 
at 121 South Commerce Street. The 
renovated store will feature electri 
appliances as well as commerical and 
residential lighting and heating equip 
ment. The business is owned and oj 
erated by Luther Newman, Garland 
Newman, and Ross Shelton. 

x * xk 

Clinton, Mo.—The Moderne Ap 
pliance Store, Maurice Rogers, man- 
ager, has plans for enlargement in the 
near future. 

* x * 





Monett, Mo.—William E. Mills, 
proprietor of the Mills Home Appl 
ance Company, 407 Broadway, ha 
announced that he plans to specialize 
in electric wiring for houses, farms 
and business establishments. 

%E 3K a 

St. Louis, Mo.—Fred Powers, 1 
gional sales manager for Century EJec- 
tric Company, has been elected sec- 
ond vice-president of the Sales Man- 
agers Bureau of the St. Louis Cham- 
ber of Commerce. 

* *« * 

St. Louis, Mo.—The new building 
of the Better Homes Appliance Com- 
pany, at 5910 Natural Bridge Avenue, 
has been completed, and the com- 
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pany is now operating there under 
the management of Joseph M. Kelly. 
* x * 


Durham, N. C.—Southern Parts & 
Electric, Inc., capitalized at $100,000, 
has been granted a charter by the 
Secretary of State. Incorporators are 
R. F. Ashworth, Hannah P. Ash- 
worth, and Marshall T. Spears. 

ae * xe 


High Point, N. C.—A certificate ot 
incorporation has been issued to the 
Lewis Electrical Company, Inc. In- 
corporators are R. R. Ragan, W. W. 
Lewis, and Florence H. Lewis. 

* ne * 

Newton, N. C.—Frank C. Stafford, 
f North Wilkesboro, N. C., has op- 
ened a radio shop and electrical appli- 
ce store in his hometown. 

x x x 

Raleigh, N. C.—Bullock’s Inc., a 
new electrical appliance firm, has just 
pened at Martin and _ Salisbury 
Streets. J. O. Bullock, president of 

e firm, has been in the electrical 

siness since 1931. 


Edmond, Okla.—Modern Appliance 
Store opened recently in their new 

ilding. 

kok ox 

lulsa, Okla.—A new outlet for elec- 
trical appliances and radios is the 
Brewster Electric & Hobby Shop, 
which has recently opened for bus- 
ness at Tenth and Peoria Street. 

* x * 

Charleston, $§. C.—Chase Furniture 
Company, featuring an electrical appli- 
nce department formally opened its 
new quarters at 414 King recently. 

xx x * 

Greenville, S$. C.—Capitalized at 
$50,000, Williams Refrigeration, Inc., 
has been granted a charter by the Sec- 
retary of State. Officers include: D 
Frank Williams, president; W. E. 
Williams, vice-president; and Harold 
Johnson, secretary-treasurer. 

x a 

Spartanburg, S. C.—Walter E. 
Wood, Jr., who has had 18 years ex- 
perience in the electrical appliance 
field, is manager of the Dixie Service 
Company, which recently opened for 
business at 251 Magnolia Street. 

 -—. - 

Spartanburg, S. C.—Reese Retrig- 
eration, Inc., has received a charter 
to deal in refrigerators and refrigera- 
tion. Melvin C. Reese is president; 
'homas A. Evins, vice-president; and 
Julian Reese, secretary-treasurer. 

nol x aa 

Chattanooga, Tenn.—Paul Ramsey, 
of the Ramsey Electric Company, has 
been added to the board of directors 
of the Chattanooga Association ot 
Credit Men. 
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BETTER HEAT DISSIPATION 
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2EXTRA LONG SERVICE 
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MONARCH FUSE CO., LTD. 


JAMESTOWN, N. Y. 
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SPERO 


DEPENDABLE 
ELECTRICAL PRODUCTS 





Spero offers you the convenience of 5 
complete lines of electrical products 
from one reliable source. 


@ VAPOR PROOF UNITS 




















Pendant or bracket types, gs) 
for 3” and 4” outlet box 

or “x” Type mounting. 

With or without wire |) 
guard and reflector. 50 to q “Tl 
300 W. pi 


@ FLOODLIGHTS 


Finishes in 
“Duralum”’— 
sizes for lamps 
from 150 to 
1500 W. Open 
types or out- 
door weather- 
proof type 
with prismatic lens. 
Also yard lights. 





© REFLECTORS 


Shallow and dome- 
type, one-piece 
seamless construc- 
tion, keyless or 
with pull chain. 
For 25 to 750 W 
lamps. 


Dome type for 60 
to 200 W lamps. 


© MATERIALS FOR 
ELECTRICAL CONSTRUCTION 
Die-Cast Sockets with approved porce- 
lains are just one of the items we manu- 
facture foruse in electrical construction. 


Vertical or 
90° angle 
mounting. 





@ FLUORESCENT FIXTURES 


SPERO also manufactures more than 
30 types and sizes of fluorescent units. 


Spero products are distributed only 
through recognized wholesalers. 
Write for Bulletin No. 10. 


Look for another Spero Advertisement 
On Page 3 


THE SPERO ELECTRIC 


Mele): -Je)-7 Vale), 
18222 Lanken Ave., Cleveland 19, 0. 











Program to Improve 
Farm Wiring 
(Continued from page 62) 


services than normally expected. On 
a number of lines recently surveyed, 
approximately 50 per cent of the serv- 
ices were 3-wire. Also one of the 
company’s local managers reports thai 
hc is approached daily by farmers, 
chiefly on the postwar lines, asking 
when electric ranges would be avail- 
able. 

In conducting this program of bet- 
ter farm wiring, it becomes evident to 
us that the 4-H Club and Vocationa: 
Agriculture students hold the key to 
the future prosperity of our farm cus 
tomers. It is to this group of young 
people that we must direct our educa- 
tional piogram. They should be 
taught the principles of electricity, 
how to plan adequate and convenient 
farm installations in order to makc 
maximum economical use of it, and 
the ever expanding possibilities of 
electrical power. With this knowledge 
they will be prepaied to do their pact 
toward raising the standard of living 
on the farm, thus estabhshing a new 
cra of prosperity for the company and 
its many farm customers through the 
increased use of electrical power. 





Home Lighting 
Needs Development 
(Continued from page 58) 


more emphatic than ever. 

Cove lighting with fluorescent 
iamps at one end, bcth ends, or ai: 
around the room, can create a very 
interesting effect. A strip of lamps 
«t one end of the room concealed by 
an artificial beam, will wash the wall 
with light providing soft illumination 
around the room. A strip placed be- 
hind a davenport covered by a light, 
translucent glass directing light up- 
ward on the wall cicates another ef- 
fect. Coves, incidentally, can con- 
ccal germicidal lamps, also. 

In bedrooms and tathrooms, fluo- 
1cscent lamps behind vertical tran:- 
lucent glass strips wll be desirable 
aiound m.trrors. 

These suggestions are but a smat- 
tering of ihe many ideas which caa 
be developed using equipment which 
is now available such as channel 
strips, etc. While tiey can be in- 
stalled in existing homes in many in- 
stances, they also suggest the fact thac 
ughting in a new house should be 
planned at the time when the archi- 
tect is making his drawings. The 
I:ghting shouid be incorporated in the 
architectural features of the home. 

In addition to the standard fluo- 
rescent lamps, the circline  fluo- 
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rescent, 
;eflector flood and spot lamps ha: 
applications to make ihe house mor. 
interesting and livable. Even color, 
if used judiciously, can be provided 
by the red, gold, pink, blue, or green 
fluorescent lamps. 

The lighting of a home is so int 
mately connected witii the wiring that 
the planner can always do a good joi 
of selling more outlets, switches, etc 
(hese will aid in the use of portabls 
lamps certified to do a good lightin, 
yjcb and pave the way for the sale an¢ 
convenient use of sun lamps and 
tiared lamps as well. 


Adequate Wiring 
Measured in Millions 
(Continued from page 52) 


dividual salesman. I'll bet 99 out o! 
100 don’t even know what the ade. 
quate wiring program is. Our mcn 
will sell more of whatever we make if 
they have a better appreciation of in- 
dustry interdependence. 

“S. Give our advertising depart. 
ments the job of plugging adequate 
wiring wherever this can be done 
Don’t just tell your advertising man- 
ager to use the adequate wiring em 
blem in every ad. Tell him it’s his 
job to help sell better, more near 
adequate wiring to consumers and t 
the trade.” 

Mr. Oliver estimated that fewer 
than one per cent of today’s homes 
are adequately wired by tomorrow's 
standards. 

“Yet the difference between adc- 
quate and pitifully inadequate wiring’ 
he declared, “is frequently less than 
the cost of a single appliance. No 
home would be without it if a proper 
realization of its 
Sere 

“Wire is the common denominator 
that ties the electrical industry to- 
gether. Adequate wiring comes first 
An industry program to sell its impor- 
tance to the American public is a pro- 
gram for the future—your company’s 
future and mine.” 


Those ‘Electrical Roads’ 


Mr. Merrill referred to wiring sys- 
tems as “electrical roads” and likened 
the adequate wiring project to the 
toad-building program of the automo- 
tive and petroleum industries which 
made possible America’s great high- 
ways. 

“The National Adequate Wiring 
Bureau is trying to create such high- 
ways in the homes of this country, 
too,” he said. “But just as horse and 
buggy roads hampered the develop- 
ment of the automotive industries, so 
do the small amounts of wire, switch- 
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es, outlets, etc., habitually installed in 
American homes hamper the full use 
of electrical goods and services.’ 

Exemplifying the possibilities of 
the bureau’s accelerated “clectrical 
road-building program,” Mr. Merrill 
pointed out that NEMA members 
make the “vehicles or the automo- 
biles” in the form of all the electri- 
cal utilization products, manufacture 
the “road-building materials” in the 
form of wires, cables, wiring devices, 
fuses and circuit breakers and build 
the “refineries” or “filling stations’ 
in the form of generating transmis 
sion and distribution equipment. 

“The only product” he said, “which 
benefits from our ‘electrical road- 
building program’ not made by us in 
NEMA is the ‘fuel’—that is the elec- 
tricity. ‘That is made by our friends 
ind customers in the utilities—but 
with the machinery we build.” 





How to Serve 
A Moving Motor 
(Continued from page 46) 


stalled for overnight batching work, 
including five 300-watt spotlights, fo- 
cussed on yard points and hopper in- 
stallation. Number two weatherproof 
icrial wire was used for the outdoor 
lighting system to allow for heavy 
night loads. Interior lighting includes 
fluorescent office and salesroom light- 
ing, and 100-watt incandescent spots 
in the warehouse and garage. Other 
installations were a complete 11-sta- 
tion intercom system by which the 
weightmaster controls all operations 
ind a telautograph system by which 
orders are written and duplicated for 
truck drivers awaiting their turn un- 
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der the hopper. 


Appliances and Motors 
Service Combination 
(Continued from page 50) 


tide. When a unit is rebushed, worn 
bearings replaced and new seals in- 
stalled, and with coils and many parts 
having undergone the dehydrating 
process, there will be no call backs 
from plugged strainers, and slow 
freezing. 

“There is a lot of hurry-up refriger- 
ation work being done,’’ Mr. Drumm 
said, “and when we decided to open 
a complete refrigeration service depart- 
ment we decided that we would do 
only thorough work even though it 
took longer. This kind of service is 
not cheap, but it does stay out and 
do what it is supposed to do, and 
that in the long run is best for us and 
best for the customer. We don’t want 
to sell the customer anything he does 
not need, but neither do we want to 
be put in the position of feeling as 
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Six ways foumuke wiring jobs 
ways better! 


Easier... Faster... 
Neater... Safer... 
More Craftsmanlike... 
» Lower Cost... 


\ IDEAL 
WIRING DEVICES 


rr LUGS, solder and solderless— 

high grade pressed copper. 
FISH TAPE, REEL AND PULLER 
ends tape breakage, kinking. 


,9 

2 3) ‘“WIRE-NUTS” The Modern 
4) 
5] 





Solderless, Tapeless Wire Con- 
nectors. 
“E-Z" Hand Type Wire Strip- 
pers for stripping solid or 
stranded wires. Also complete 
line of hand, foot and electri- 
cally operated Wire Strippers. 
BX Armor Cutter cuts 2- or 3- 
wire No. 12 or No. 14 cable. 
SPLIT BOLT CONNECTORS 
make permanent or temporary 
6 ] solderless connections. SERV- 
ICE ENTRANCE CONNEC. 
TORS ALSO AVAILABLE. 


DistibuAad Thr 


1931 ; 
(DEAL AMERICA’S LEADING WHOLESALERS 


IDEAL INDUSTRIE! 








1017 PARK AVE., SYCAMORE, ILL. Sales Offices in all Principal Cities 








ADVANCE BALLASTS ¥ 


FOR UNEXCELLED PERFORMANCE 


Leading manufacturers of lighting fixtures use and recommend 
“ADVANCE” Ballasts for QUIET operation, high efficiency 
performance, low replacement cost and long life. “AD- 
VANCE” Ballasts are streamlined for easy installation in 
fixtures and are approved by Underwriters’ Laboratories. 


Apvance TRANSFORMER CO. 


Cable Address: ADTRANS 
1112 W. Catalpa Ave. Chicago 40, Ill., U.S. A. 
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APPROVED 


Dependable Design.. 
Rugged Plastic Body.. 
Sure-Grip Terminals.. 





Easy to Wire into Fixtures.. 


Positive Starter Lock.. 


a 
@_ ¢ Specify LASSER SURE-GRIP 
ee for fluorescent lamp sockets 
Sp. and starter combinations for 
money-saving speed in assembly opera- 
tions. Simple dependable design per- 


mits easy, one-hand lamp insertion . . 


grips lamps and starters securely despite 
sudden shocks or vibration. Precision 
workmanship throughout assures long, 
satisfactory service. Lamp holders sold 


separately if desired. 


WRITE, WIRE OR PHONE FOR QUOTATIONS! 


ILASSIR 


MANUFACTURING CO. 
= 














though we have to run out and service 
a refrigerator every two weeks that 
should run for three to five years.” 

All the overhaul work is done on 
open-type compressor units. The 
sealed types are handled through the 
original dealer or a replacement unit 
is sold. 

Compressors of the open types are 
completely dismantled. Some of the 
pistons have rings which are renewed 
and some do not use rings. Oversize 
pistons and rings are installed when 
needed. Reboring is unheard of in the 
refrigeration repair industry but it is 
common to take an old piston and 
lap out the cylinder to fit an oversize 
piston. New rings and oversize pis- 
ton, plus pins when needed, new con- 
necting rod bearings, and new belts 
put an old compressor in a new condi- 
tion as far as results are concerned. 
Next in importance are new seals 
which prevent leakage of refrigerant. 
All of these are renewed. 

Mr. Drumm said they paid _par- 
ticular attention on a complete over- 
haul job to see that the noise level is 
as low or lower, if possible, than the 
unit was when new. Noise is a char- 
acteristic of an inefficient refrigerator 
unit and even’ though it is all made by 
ragged v-belt, wobbly sheaves, or a 
noisy motor, the customer will not like 
the job. All these spots are inspected 
and corrected. 

While it is impossible yet to see 
through steel sheet, cast iron and 
copper tubing, meaning that you 
really have to tear a unit down to see 
everything that might be worn, Mr. 
Drumm said, inquiry as to the age 
will indicate whether it is time to com- 
pletely overhaul. A unit that has oper- 
aied well for a period of five to ten 
years is certain to have worn parts 
that should be replaced. The fact that 
they have the one call on the unit 
indicates the start of the trouble and 
it is not good business to repair one 
part one week and another part the 
next. 

Consequently, their refrigerator 
man, after a thorough diagnosis, rec- 
ommends a complete overhaul and 
explains thé length of their guarantee. 

Most customers desire this com- 
plete service. 

In starting their refrigeration de- 
partment as an adjunct to their regu- 
lar motor repair business, they discov- 
cred that abandoned ice cream cool- 
crs could be converted into some 
freezer units. They accordingly 
bought up a good many of these cabi- 
nets, which are usually arranged to 
hold one, two, or three five-gallon 
cans of ice cream, and are electrically 
cooled. They have been able to sell 
all they could get at a good profit. 


They remove the refrigeration 
unit and dismantle it entirely. The 
electric motor comes out and goes to 
the motor department for complete 
overhaul. It gets new bearings, new 
windings, or anything that will make 
it as good as new. 

The refrigeration unit is given their 
complete overhaul routine. While the 
machinery is out of the cabinet it is 
cleaned out. If part of the metal is 
missing, it is patched with a piece of 
sheet steel and an electric welder. 
After the cabinet has been complete], 
cleaned and repaired it is painted, the 
refrigeration unit is reinstalled, and 
it is ready for a customer. 

The unit can be operated from 
zero down to 20 degrees below zero 
and becomes an ideal household home 
freezer unit for the storing of meat, 
vegetables, and any surplus food that 
the market affords. 

Usually these rebuilt cabinets get 
a new control switch and complete), 
new wiring. With such complete re- 
building the unit can be sold with a 
new guarantee, and it is proving a 
profitable and popular item with 
which to christen a new refrigeration 
department. 

The baking oven is not the onh 
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Automatic Irons 


Immediate Delivery! 








Here at last is the Electric Iron everyone 
has been waiting for. Famous Du-Mul 
Iron, equipped with a Westinghouse 
thermostat control. Approximate weight 
3% Ibs. per iron. Comes complete with 
cord as_ illustrated. Factory warranted 
for three years. Hard to beat value! 
ORDER NOW — SUPPLY LIMITED! 
DEALERS NET COST 


RR Biss ab ee secwoaves es $5.49 ea 
BEES OE Geiccwrccseveweress 4.97 ea 
LOTS OF 12...cccccccsvesse 4.90 ea 
LOTS OF 24. .cccccccccvcce + 4.82 ea. 


Shipped C.0.D.— 10% cash with “order. 


APPLIANCE COMPANY 





Wholesale Distributors 
706 Crawford Street 
HOUSTON 3, TEXAS 
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piece of equipment in the motor shop 
that can double for the refrigeration 
department. Industrial has found that 
the lathe is needed lots of times, and 
ince in the average motor ship there 
is usually some idle time, the refriger- 
ation department can use it. 

Electric grinders, electric welders, 
ind paint spraying facilities of the 
motor shop are also used by the re- 
frigeration department to good advan- 
tage. 

New equipment needed for a start 
is testing equipment which consists of 
various guages and connections, facil- 
ities for pumping in new refrigerants, 
and special wrenches of a few types. 
More than half the calls for refrig- 
eration service fall into the electrical 
category, such as switches, wiring and 
motors, so a refrigeration department 
in a motor shop is a logical develop- 
ment for the shop that specializes in 
motor rewinding. 


Market Data Revealed 
By Publisher’s Survey 
(Continued from page 30) 


with F.M., 75% considered it a ne- 
cessity even if they had to pay a higi:- 
cr price for it. More interesting ‘s 
ihe fact that of all the families who 
plan to buy radios in the next year, 
41° said they considered F.M. a 
necessity in the next radio. Here arc 
350,000 families ready to buy radios 
and wanting F.M. if they can get it. 
It would seem that more advertis- 
ing explaining fully the meaning of 
FM. would be appropriate since 409% 
of the prospective buyers were noi 
tamiliar with the term. 

Although only 15% of those 
answering the questionnaire have seen 
a television program, 67% of the 
families expect to buy a television set 
if the price is one that they can afford. 


families expected to pay for television 
sets is $200. This is based on the 
total number answering this question. 
A large percentage (42%) did noi 
state how much they expected to 
spend. 

The average family does not want 
to pay too igh a price for radios, and 
if prices arc allowed to go beyond the 
normal range, many prospective buy- 
ers will wait until prices come down. 
This is only natural in times such as 
these. 

There is a fast growing market for 
records and this market will continue 
to increase as new record players and 
combinations reach the public. 
Popular records will always be the 
most in demand, but classical records 
are beginning to be more and mor: 














among the purchasers’ requests. 
This survey shows that there is an 
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EFFICIENCY CONDUIT HANGERS 
INDUSTRIAL CONSTRUCTION 


@ The most practical and widely adaptable 
hanger ever devised for supporting conduit 
or armored cable on open steel construc- 
tion. Will carry pipe at any angle to beam. 





Highest grade malleable iron, guaranteed 
against breakage. Set screw, cup pointed, 
tightened by free nut, plus 5-point radi- 
ating ridges of gripping surface holds pipe 
on true mechanical principle, guaranteeing 
a solid, non-slip support. 


Write today for your copy of EFFICIENCY 
Catalog No. 38B. 


FOR PIPE AND CABLE SIZES 


For armored cable 

For 4%" and %” conduit 

For 1”, 1%" and 1%” conduit 
For 2” and 2%” conduit 


_— 


MANUFACTURERS OF EFFICIENCY 








POPULAR BRANDS 


BRUSH ASSORTMENT 

















This practical selection includes 
CENTURY + DELCO « EMERSON « GE. 
LELAND « WAGNER « WESTINGHOUSE 





[he median average price that the ’ 


18 





168 Pieces 
List $63.50 


Different Brushes 


$39.0 








Harco WASHER 


FINEST RED FIBRE 


53° 
18 Sizes from 4" to 1's" 


1000 Washers 
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ELECTRIC MOTOR 


BEARING ASSORTMENT 


Only popular fast-moving numbers 
are in this excellent assortment 
CENTURY « DELCO « EMERSON «G. E. 
LELAND « SUNLIGHT « WAGNER « 
WESTINGHOUSE 
18 Different Bearings § 39° 
152 Pieces net 


List $60.00 






















HARCO Equipment co 


2456 NINTH STREET, N.W. WASHINGTON 1, D. C. 





















M & W 




































General Purpose 
Solderless 
Ground Clamps 


This brass malleable clamp 
takes solid wires from No. 8 
to No. 4 inclusive. Fastening 
device consists of a 3/8” 
bolt with a 7/32” hole. This 
fastening method makes a 
positive and simple connec- 


tion. 


Send for copy of 
BULLETIN 15 
which illustrates our 


complete line. 


THE 
M. & W. ELECTRIC 
MANUFACTURING 
COMPANY 


INCORPORATED 
im EAST PALESTINE, OHIO 


















cxcellent market in the radio field. 
There is a demand for all types of sets 
and this demand will increase as the 
public becomes more familiar with 
F.M., the improvements made in the 
various sets, the advantages of own- 
ing more than one radio, etc. Good 
advertising and salesmanship should 
bring about bigger and better busi- 
ness in this field. 


Capitol Comment— 


News from Washington 
(Continued from page 31) 


cuurse. I:resistible force would mect 
an immovable object. The resuit 
would be an atomic explosion and oui 
whole economy would be destroyed 
No political party is going to allow 
the development of any such situa 
iuion. Legislative deterrents will ke 
forthcoming in the new Congress. 


No Punitive Legislation 


No plan for labor legislation that 
could be classed as “‘punitive’’ is be- 
ing seriously considered by Congres- 
sional leaders. ‘Their desire is to pro- 
pose reasonable legislation in the in- 
terest of the whole public rather thai 
that of the umions or management. 
Groups representing management arc 
advocating nothing extreme. Therc 
is no rooting for unmitigated reaction. 


New Housing Program 


Lifting of controls in connection 
with the veterans’ housing program 
did not dispose of the issue. It is ex- 
pected that Mr. Truman will preseni 
a new program in his message to Con- 
gress. 

The President is expected to urge 
again the enactment of the Wagncei- 
kilender-Taft housing bill, but its 
cuances of passage are slim. 

Indications are that Mr. Trumai. 
will suggest the construction of larg: 
housing developments for rent. Anj 
plans for legislating new aids for hous- 
1g will be looked at with a skeptica: 
cye by the new Congress. It will be 
inclined to let industry do the job. 


“Go All-Electric” 
Program Launched 


(Continued from page 27) 


ers is well known, and, the book 
points out, this condition applics 
equally to the 30,000 small communi- 
ties in which rural families do most of 
their buying. It is estimated that 
farmers’ gross income in 1945 was 28 
billion dollars—more than 242 times 
that of 1940. Farm family savings 
are at an all time high of 15% bil- 
lions, or over $2,500 per farm family. 
When a farm family gets electric 


service, it opens up a new world by 
enabling them to have the same home 
facilities as urban people—an age-old 
ambition of these families. The sav 
ings of time and labor to the farm 
woman are of far greater importance 
than to her city cousin. Her work 1s 
harder and she contributes greatly to 
the farm family income by her work 
in the garden, the poultry house and 
many other tasks. 

In the purchase of electrical equip- 
ment and load _ buildings, adds 
NEMA, the farm customer is both a 
“home” customer and an “industrial” 
customer, with kilowatt hour con 
sumption far above the national aver- 
age. 

“The possibilities of this tremend 
ous, newly-prosperous market,” says 
M. W. Thompson, NEMA promo- 
tion manager of rural and suburban 
market development, “‘are realized by 
the flame fuel industries—wood, coal, 
oil, and bottled gas. Wood may noi 
appear to be a strong competitor, but 
22% of the small-town homes and 
70% of the farm homes still use it for 
cooking. 25% of the families in this 
market use kerosene. 

“The newest and strongest com- 
petitor is, of course, LP-Gas. It is a 
hydro-carbon gas which is obtained 





© IMPROVED COMMUTATION 
e MORE UNIFORM WEAR 
/ e LOWER OPERATING COSTS 
0) U. S. Pot. 
2,181,076 
. Yes, Helwig-Speer Multiflex 
Brushes give you the “big 
three’ of motor and genera- 
tor performance, The best in 
design and materials means: 
(1) uninterrupted contact, 
(2) reduced vibration, (3) 
reduced circulation current, even wear. 
What's more, you get double-brush ad- 
vantages with single-brush simplicity. 
Multiflex fits conventional single-brush 
holders. For complete information on or- 
dering brushes, write for Catalog 95. 


SOUTHERN OFFICES 


Atlanta....... 316 Walton Bidg.; Jackson 6097 
Oklahoma City....323 NW 2nd St.; Tel.: 2-688! 
Houston....3000 Block McKinney; Preston 1610 
St. Lovis..1913 Washington Ave.; Chestnut 6510 
| Pee 708 N. Piedras St.; Main 7845 


HELWIG CO., Carbon Products 


Makers of Multiflex and Transert Brushes 
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— FANS 
ntilation 


—aLL-PURPOS 
For Better Ve 


The office, home, factory, 
restaurant, garage, ware- 
house, class room or a hun- 
dred other places where pro- 
per ventilation is the prime 
requisite for health and com- 
fort, makes the new 1947 
Johnson HEALTHAIRE 
fan a MUST! 


Johnson HEALTHAIRE 
fans are available in two types 
... Belt Driven (ranging in size 
from 24 inches to 48 inches) and 
Direct Driven (from 12 inches 
to 20 inches). 





BELT DRIVEN TYPE 
Sizes: 24” to 48” 


Beauty, style and ruggedness 
has been incorporated into the 
1947 HEALTHAIRE line, mak- 
ing a more modern 
and longer lasting fan 
of proven quality. 


Johnson Fan & Blower Corp. 


1319 West Lake St., Chicago 7, ill. 
i 





DIRECT DRIVEN TYPE 
Sizes: 12” ta 20” 


kKE>> 
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Here's How to Lick that 
Hard Ventilating Job! 


MARTIN 
Bucket 
EXHAUST FANS 


for industrial plants and 
various installations where 
abnormal ventilating require- 
ments exist such as 
®Stagnant Air ®Excessive 








Heat *High Humidity 
Sizes 18” to 32” a Fumes Severe 
moke. 
MARTIN 
Utility 


EXHAUST FANS 


A sturdy fan to fill a variety 
of needs. For homes... for 














commercial and light indus- 
trial uses. 





Sizes 24 to 72” 


MARTIN Fan & Blower Co. 


4632 West 2Ist Place Chicago 50, Illinois 
Lawndale 8474-5-6. Long Distance Olympic 5252 


Write for information. 





The New Home of 


{ Loud 


PRODUCTS 


“> 


















































Lloyd appreciates the patience and forbearance you have 
shown when overloaded manufacturing facilities slowed down 
delivery of Lloyd Flex-Loc Lamp Holders and Lloyd Auto- 
matic Starters. We are now at home in this large modern 
plant, where greatly increased facilities will make possible 
greater service to all our customers . . . service which we 
hope will match in quality the matchless Flex-Loc Lamp 
Holders and Lloyd Automatic Starters. 


LLOYD POLICY INSURES QUALITY 


651-F 

FLEX-LOC Lamp Holder 
Automatically self-adjusting. Engi- 
neered to fit ALL STANDARD spac- 
ings. POSITIVE AUTOMATIC 
LOCK. PERFECT ELECTRICAL 
CONTACT. Brass contacts grip BOTH 
sides of lamp pins securely. 

Listed and Approved by Underwriters’ 
Lab., Inc., and Canadian Standards 
Assoc., App. Division, E.T.L. Test 
Report 314454 Available. Patented— 
Other patents pending. 





FS-40 
AUTOMATIC Starter 
CUTS OUT deactivated or flickering 
lamps. CUTS OUT current te lamp 
and ballast. Increases life of lamp 

and ballast. 

Listed and Approved by Underwriters’ 
La., Ine. Certified by E.T.L., Spec. 6. 
Pat. Nes, 2200443-2228210. 









LLOYD PRODUCTS COMPANY 


Rhode Island 





Providence 5 






GEORGE E. ANDERSON CO. Ss. L. BAGBY COMPANY 
Sante Fe Bidg., 822 W. Moorhead St. 
Dallas 2, Texas Charlotte, N. C. 


WILLIAM 8H. BERRY, JR. 
88 Pryor St., S. W., Atlanta 3, Ga. 
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PN mate 
FAN 


TIMER 
by Paragon 


ERE’S a new 

member of the 
Paragon family... 
the AF Series for 
timing attic and 
window fans. 

Entirely new in 
design, this timer is 
offered in two time 
ranges, 0-10 hours 
and 0-20 hours, 
each fully adjustable to any po- 
sition on the dial. . . a real con- 
venience for the user. 

Equipped with a quiet Tele- 
chron motor and an improved 
switch, the timer is rated for high 
capacity, and will handle a % 
HP motor. Beautifully finished 
drawn aluminum case, anodized, 
with dial and pointer protected by 
clear Plastacele. 

Underwriter approved, all elec- 
tric, no springs, mounts easily to 
Handy box or single gang switch 
box, or may be surface mounted 
with conduit connections into the 
bottom of the timer. The setting 
may be changed at will without 
harming the instrument. Timer 
motor runs only when timer is ac- 








tuallyin operation. 
Get your orders 
to your jobber—| AT ONLY | 
now and start $975 
planning installa- rR 
tions early. Com-| oyrcranping 
plete data sheet on VALUE 
request. ‘ 











PARAGON ELECTRIC COMPANY 


1618 Twelfth Street 
TWO RIVERS, WISCONSIN 


WISCONSIN 


Paragon ow lver 


peLecta IP MENT SINCE 1905 





either as a by-product of the oil well 
or in the process of producing gaso- 
line, and is available from about 120 
producers, then distributed througi: 
2,000 bulk stations and 15,000 retail- 
els. 

“Each of these LP-Gas dealers is, 
in fact, a competing utility operator— 
however, the rates he charges for LP- 
Gas are not regulated as are those for 
electricity and city gas. We feel that 
these dealers have made thousands of 
sales during the past few years for 
two reasons—(1) the electrical indus- 
try was not permitted to produce elec- 
tric ranges for about four years during 
the war while hundreds of thousands 
of gas ranges were poured into the 
market, and (2) millions of families 
had not heard a presentation of elec- 
tricity’s advantages for cooking, water 
heating, refrigeration and farm pro- 
duction uses when they signed up for 
LP-Gas. 

“Correspondence from power sup- 
pliers in all parts of the country indi- 
cates intense interest in anything per- 
taining to the competitive situation 
in rural markets and plans for captur- 
ing those markets. There is every 
reason to believe that, with this in- 
herent interest and an aggressive pro- 
motion, the electrical industry wil 
participate wholeheattedly and use 
large quantities of all the material 
NEMA is making available.” 

Following the presentation of pro- 
motional pieces offered for local acti- 
vities, the plan book develops an 
eight-point program under the title 
“How to Make the Go All-Electric 
Progiam GO.” To many a newcomer 
in utility advertising and promotion 
this section will picve invaluable and 
a constant source of ideas; quite a few 
of the more experienced ‘‘old timers”, 
feeling a bit rusty after five years of 
promotional inactivity, will welcome 
it as a “refresher” course and remind- 
er list. 


Definite Plan Suggested 


First, suggests the NEMA _ pian 
book, a survey of the appliance deal- 
ers in one’s territory should be made, 
as to where they are, what they 
handle, their service facilities, and 
which would make good rural spec.- 
alty dealers. Then a survey of con- 
sumers is urged, to find out whai 
cooking fuels they use, what percent 
age have water heateis, whether they 
are satisfied with their present fuel, 
and similar points necessary to really 
knowing one’s market. 

Second, utilities are asked to estab- 
lish a rural and smali-town depari 
ment with a responsible executive in 
charge, a staff of dealer contact men, 
1ural specialists to advise farmers on 
their electrical nceds, an adequate 


2@) BD) (em 10) '):) 5 eae ap) 
* WASHER LUGS x 


A SIZE and TYPE for every need! 


KRUEGER & HUDEPOHL 


Solderless Terminal Lugs and Connectors 
VINE AT THIRD—ES * CINCINNATI! 2, OHIO 
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IT’S A GOOD MORNING IN 


oT. LOUIS 


AFTER A COMFORTABLE 
NIGHT AT 
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A 
NEW 
Tone- Right 
BUZZER! - 


List $1.00 each @ No. 46 


MURDOCK BUZZERS and 
PUSH BUTTONS SELL FAST! 


Quality Products Priced Right for Easy Sales! 


Electrical dealers everywhere report fast sales on these specialties. 
These sure-fire money-makers are made by the Wm. J. Murdock Co., 
for 50 years a leader in communications equipment. MURDOCK’S Tone- 
Right Buzzer attracts favorable attention because of its modern louver- 
design. Buzzer produces a pleasing, uniform tone and is guaranteed 
for years of trouble-free service. Choice of colors in attractive moulded 
cases. Operates on 6 to 8 volts, A.C. only. 344” x 154”x 114” deep. 
This no-contact buzzer is fully insulated. 


These Two Push Buttons 
Ring Your Profit Bell... 


Display Them On Counter for Self-Service Sales! 


MURDOCK Push Buttons are time-tested products. Smart, compact 
appearance . . . smooth working, positive contacts . . . all metal parts 
rustproof and insulated. Available in attractive moulded cases. 

No. 10 — 15%”x1144%”x %” high. Name plate model No. 11 has 
removable metal escutcheon; 314” x 1144” x %” high. 








MURDOCK REPRESENTATIVES 
ATLANTA: L. Morris Landers Co. © BOSTON: Electrical Agencies, Inc. ® Cleveland: Henger-Fairfield Co. © CHICAGO: George 
Butler Co. © DALLAS: George E. Anderson Co. © DETROIT: Hemphill & Co. © LOS ANGELES: Keeler, White Co. © NEW YORK: 
Telephone Sales & Service Corp. @© PHILADELPHIA: Harry G. Anschuetz ® PORTLAND, OREG.: Keeler, White Co. © SAN 
FRANCISCO: Keeler, White Co. © SEATTLE: Keeler, White Co. © ST. LOUIS: W. T. Koch Co. © UTICA: F. Walter Laver 
EXPORT DIVISION—Rocke International Corporation, 13 East 40th Street, New York 16, New York 








WM. J. MURDOCK CO. 


236 Carter St. 


Chelsea 50, Mass. 





Try to Match this 


PERFORMANCE, 
CONSTRUCTION, 


Sales Appeal 


PATENTED 
(| RUBBER 
4+ MOUNTING 
ELIMINATES 
MOTOR HUM 
TRANSMISSION 





LL. PATENTED 

OPEN SPIDER - 

MAXIMUM AIR ~ 
NO RESISTANCE 


PATENTED 

HERMETICALLY- ) 
ALED ROLLER 

“4 Breeze” to Sell gas 


Imagine an attic fan 
with these features; no 
oiling, no belt adjustment 
or alignment, no motor 
hum transmission, long 
life. Well, it’s here and ; 
it’s your chance to cash : Con. 

in en an item that is a S— 


PATENTED 
SWINGING 
AUTOMATIC 


LT 
ADJUSTMENT 














breeze te sell. The fan 
with patent features. 





Immediate delivery on complete 42” fan chassis less 
motors. Limited supply of fans with motors. Any 
1/4 or 1/3 h.p. motor can be easily installed. 
Write today for folder giving full particulars on 


this revolutionary fan. 
*All patents applied for 


STONEWALL COMPANY 


Southern Sales Office: 813 Bona Allen Bldg. Atlanta, Ga. 
FACTORY: 138 WEST 54th ST., CHICAGO, ILL. 
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BELT DRIVEN 


COOLING FANS 


SEC 


than ever 


Its simplicity of 
design permits 
easier installa- 
tion in Walls, At- 
tics, or Pent- 
houses. 


SECO Fans de- 
liver a maximum 
volume of air at 
slow speed, with 
extreme quiet- 
ness. 


ATTIics 
SCHOOLS 
CHURCHES 
and for 
Industrial 
Installations 


24”, 30”, 36”, 42”, 48”. 
(3800 to 18,500 C.F.M.) 


Write for Ulustrated Bulle- 
tin, Specifications & Prices. 


Contact your nearest Distributor or write 


SECO-LITE MANUFACTURING CO. 


n 4916 EASTON AVE. ° ST. LOUIS 13, MO. 
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ILSCO 
Is Ready for ’47 





ELECTRICAL 
LUGS AND 
CONNECTORS 


Economical . . . depend- 
able ... precision engi- 
neered for 100% satis- 


factory service. 


» 
g 
% 
ll 


Underwriters and Canadian 
Approved 


STOCKED BY LEADING 
LEGITIMATE WHOLESALERS 


Southern Representatives: 


VERLYN H. BRANHAM 
180 Interlocken Drive, N. W. 
Atlanta, Ga. 


J. P. LUMPKIN 
248 Tranquil Ave. 
Charlotte 3, N. C. 














WRITE TODAY for 48-page illustrated 










catalog. 
COPPER TUBE 
L (9) & PRODUCTS, Inc. 
7 CINCINNATI, OHIO 

















FEATURE... 


Cue a 
dies 


for 
INCREASED 
FIXTURE 
and 
BULB 
SALES 


The full lustrous 
beauty of candela- 
bra, crystal, and pol- 
ished fixtures is ef- 
fectively emphasized 
by Candle Flame 
Lamps. Lighted and unlighted, they 
add charming realism to all candle 
type fixtures. Invite additional fixture 
and bulb sales by featuring Candle 
Flame Lamps. Candle Flame Lamps 
are available now for prompt delivery. 


See Your Electrical Wholesaler 









NORTH AMERICAN 
Electric Lamp Cs. 





1036 Tyler Street St. Louis 6, Mo. 
Southeastern Representative 
170 Ellis St. N. W. 


Carl Henry Atlanta, Ga. 
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sales promotion and publicity de- 
partment, and home service personnel 
versed in farm contacts. 

Third, it is felt that the opinion 
end suggestions of appliance distribu 
tors should be obtained at a meet- 
ing, with the idea of developing a 
local rural league or council. Sales 
training classes should be scheduled 
and an effort made for a definite pro- 
cedure to get an electric range and 
water heater into salesmen’s homes. 
A service program and group adver- 
tising are other subjects suggested for 
discussion. 

Fourth, dealer meetings should be 
held to enlist the support of all retail 
outlets, to present all phases of the 
local program as the utility may have 
it planned. Sales training classes must 
show salesmen the potentials in their 
own areas, that this is a market with 
ready acceptance for electric appli- 
ances, and why they must carry elec- 
tric rate schedules and be able to dis- 
cuss them easily and fluently. 

Fifth, the creators of the plan book 
piesent a check list of 24 tested ways 
in which the util‘ty’s dealer contact 
men, rural specialists and promotion 
staff can materially aid dealers, such 
as planning displays, putting on dem- 
onstrations, explaining floor plan 
ciedit, developing prospect and user 
lists, obtaining agriculture reports, 
bulletins, articles, etc. 

Sixth, it is pointed out, one must 
CaIry on a continuing program of “Gu 
All-Electric” promotions, such as sup- 
plying instiuction material to county 
agents, assisting extension workers in 
securing awards for exhibits at fairs, 
running articles in the house organ 
for young farmers, and setting up of- 
f.ce exhibits such as wiring boards. 

Seventh, publicity is discussed and 
it 1s urged that the utility’s advertis- 
ing-promotion manager cultivate the 
editors in his area, supply his material 
in suitable form and, if possible, ar- 
1ange a “model faim” as a source for 


stories and factual electrical equip 
ment data. 

Eighth, and last, an aggressive ai. 
vertising program is discussed in term; 


of budget, media, dealer cooperation§ 
house organs, decalcomania and man 


cther phases. 


To assure utility cooperation an( 
kEA cooperatives’ participation, plane 
are well developed for active follow-wJh 
to the distribution of the plan bookf 
A score of utility associations hay— 
been approached and NEMA is beingfy 


given ample time on their convention 
programs to discuss the 


interest in the “Go Ail-Electric” cam 
paign. Dozens of sales representative 
of NEMA member companies wi! 
be in the field urging aggressive us 
ct this campaign to utilities, REA 
cooperatives, wholesalers and electri 
leagues. 

A late Spring drive, complete wit: 
new promotional pieces, advertising 
ideas and sales training items is taking 
shape already. As production of ap- 
pliances and electrical farm equipment 
mereascs, the scope and intensity o! 
the “Go All-Electric” program will b: 
expanded to take full advantage of 
the greatly increased enthusiasm an¢ 
sales effort that increased availabilit; 
of ranges and water heaters will most 
certainly produce. 








rural and& 
small-town market and to stimulate 
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1946—Year of Progress 
1947—Year of Promise 
(Continued from page 24) 
men were brought into the industry 
during the war because of the urgent 
work that had to be done regardless of 


cost. 
more than very casual training and 


are, consequently, unprofitable em-| 


ployees in their present status. 

Many suggestions have been made 
for correcting this condition. Among 
tiiosc that have received consideration 





TIME SWITCHES 


™ 
| 
| 
| 
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| 
| 
| 
| 
| 


DON’T LET US JUST WISH YOU A 
PROSPEROUS NEW YEAR! 


a 


Let Us Help You MAKE It One With 


INTERVAL TIMERS 


FLASHERS 


Write for Information 
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“AUTOMATIC” | 
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AUTOMATIC ELECTRIC MFG. CO., Mankato, Minn. 
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These men have not received | 
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the Getvlce line 


« CORDS ... CORD SETS 










plan specified by top manufacturers of 
W-U — 
book LAMPS 
hes: RADIOS 
Ti Ing 
ntior IRONS 
and FANS 
na PORTABLE TOOLS 


VACUUM CLEANERS 


wil REFRIGERATORS 
REA RANGES WASHERS 


HEATERS MIXERS 







iinet | A full line of Flexible Cords for the 
ap} | repair and service industry, obtain- 
nent} | able through jobbers and distributors. 


) GUIS ata 











13 Park Row + New York City, 7 



























| GEDNEY ) * 
FITTINGS.. FIT!/ 


ent Save time ’ 
ved | and money ¢% 
on the job! | 


LD 


ASK 
YOUR 
WHOLESALER! 


| 
| GEDNEY fittings—made of high 
grade malleable iron—are built with 
| \ the electrician’s eye for fast, trouble- 
free installation. Smoothly finished, 
| precisely inspected in a complete 
range of sizes and styles. Carefully 
| packaged and clearly labeled to speed 
i up selection of the proper fitting for 
| the job. Write for catalog. 














~GEDNEY etectric co. 
RKO. RAG: BADI0 CITY, NEW YORK 20, N.Y. 


Sere no renters a 


y 
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pevatalle Tow! 
3- SPEED [Kine KKOLD 
AIR CIRCULATORS 


WALL COUNTER 
MODEL 


HEIGHT — 25” overall. 


BASE— 12” diameter. 
Mirror finish cast 
aluminum. 


PROPELLOR—18“ 
diameter. Wide over- 
lapping blades. 


GUARD—Safety ap- 
proved. Bright plated 
finish made in twe 
sections for easy clean- 
ing. Attractive name 
plate. 


MOTOR—Sealed BALL 
BEARING (NO OILING 





; ad 
encesed in polished 
shell. 

CORD, PLUG AND 
SWITCH—Underwriters’ 
approved. 

Tilting BRACKET— Fan 
can be tilted up or down. 





CROIEG} air CIRCULATORS—This streamlined 
air circulator fan has been designed for appearance 
and efficiency. All metal parts have a lustrous finish. 
The ball bearing motor is completely encased in a 
highly polished shell. The switch, conveniently lo- 
cated in the rear of the base, controls the speeds for 
all possible usage. This counter model fan is also 
adaptable for wall mounting. 


3-SPEED [KING [KOLD 
EXHAUST FANS 


FRAME—CAST ALUMI- 
NUM reinforced at stress 
points. Overall 2112" 
diameter, 121." depth. 





















BLADE— 18” diameter 
overlapping blade de- 
signed for efficient ex- 
hausting. 


MOTORS—Sealed BALL 
BEARING (no oiling 


y) pletely 


encased in shell. 





WEIGHT—18 Ibs. com- 
plete unit, cartoned. 














KING KOLD EXHAUST FAN has a cast frame for 
sturdy construction and easy mounting. Three speeds 
give the user the advantage of quick removal of air 
as well as circulation of air without the removal of 
heat when such application is desired. This exhaust 
fan comes completely assembled with cable and re- 
mote control box for easy installation. 











D. & D. ELECTRIC COMPANY 


710 EAST 99th ST. ° CLEVELAND 8, OHIO 
POtomac 2378 











aie: intensive apprentice training pro- 
grams; retirement pensions; annual 
wagcs for workers; profit-sharing and 
incentive plans; elimination of ll 
siowdowns, and el:mination of Code 
restrictions that are not necessary for 
actual safety. ‘lhe over-all problem 
is one of raising the low level of pre- 
ductivity of workers in the electrical 
contracting industry. 
Utility Problems 


One of the principal problems ot 
the light and power companies is that 
oi providing geneiating capacity to 
handle the rapidly increasing max- 
imum demands imposed on their sys- 
tems. Due largely to strikes in the 
inetal producing industries and in the 
plants of the principal electrical man::- 
facturers barely 150,000 of the 1,- 
40,000 kilowatts of generating capa- 
city scheduled for installation in 1946 
uctually went into service during the 
year. On the other hand, the max- 
imum demands on the generating sta- 
tions are estimated to ‘have increased 
by some 4,700,000 kilowatts, and the 
miargin of spare and reserve capacity, 
which stood at 9,300,000 (or 23 per 
cent of the peak requiiements) in De- 
cember of 1945, has been whittled 
cown to 4,750,000 kilowatts, or only 
10 per cent. 

The electric companies, howevc;, 
pian to add about 3,500,000 kilowatts 
in generating capacity over the next 
tiiree years. A totai of 2,400,000 kilo- 
watts is scheduled to be installed dur- 
ing 1947, with 3,500,000 kilowatts to 
follow in 1948, and already about 1,- 
750,000 kilowatts have been ordered 
tor 1949. ‘The combined orders of 
companies, municipal and other gov 
crnmental power agencies, and all in- 
dustrial establishments for generating 
equipment for installation in the next 
three years has already reached the 
high total of 11,500,000 kilowatts to 
be added to a present combined total 
installation of 63,000,000 kilowatts. 


Except for power houses, the con- 
struction budgets planned by the utili- 
ties for 19446 were consistently carried 
out. Tota! expenditures by the bus- 
iness-managed companies, the muni- 
cipal pianis and the rural cooperatives 
approximated $800,000,000 during the 
year. The outlook for 1947 is that 
this sum will be substantially exceed- 
ed. It is even possible that, if a rc- 
cession does not intervene, and if an- 
other wave of strikes does not again 
sweep ovcr the United States, the 
business-managed electric power com- 
panies will spend one billion dollais 
for construction in 1947. At the 
present high prices, however, this rep- 
resents in the employment of laboi 
and the use of materials, no greatci 
volume than in the years just before 
the war. 

Gross revenues of the  business- 
managed electric power companies 
iose by about $100,000,000 or 3-1/3 
per cent. All of cis gain, howeve:, 
was absorbed by increased wages. Pay- 
ioils now constitule the largest item 
of utility expenses, now having nosed 
out taxes from top piace. 

Most oi the estimated saving of 
$60,000,000 resulting from the end- 
ing ot the excess p:ofits tax was offsci 
by tcreascd costs in fuel and generai 
expenses so that the year 1946 finall, 
showed a gain in operating income 
of only $15,000,005 out of the addi 
tional $100,000,000 in gross revenues. 
Because of refunding operations, how- 
ever, the electric companies paid somc 
$80,000,060 less to their bondholders 
than they did the year before, and 
1946 showed an increase of $95,000,- 
(00 in the net income available for 
dividends, additions to working cap‘- 
tal and surplus funds to a grand totai 
of $630,000,000 for a $13 billion 
dollar industry. While this represents 
the highest figure so far recorded, :t 
is only 5 per cent more than it was 
in 1930 when invested capital was 
at least 25 per cent smaller. 


Outlook for Load Growth 


Based on cst:mates of companies 
representing two-thirds of the indus- 
try, the load growtn is expected to be 
7 per cent in 1)47 and 6 per cent 
1948 compared with a pre-war normal 
annual growth of 3 to 4 per cent. 

The large building program of thc 
clectric utility companies—8,500,000 
kilowatts in the next three years—- 
is planned to keep ahead of this high 
rate load growth. Most of the com- 
panies, however, do not expect to bc 
able to build up their margins of re- 
serve and spare generating capacity be- 
fore the autumn of 1949. 
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LEAD AND ALUMINUM PAINT 


Spot or Full Coat 
for 
Galvanized Structures. 
It sticks, it blends. 


Cibo inc 


NORTH ARLINGTON, N. J. 











WANTED 


ELECTRICAL PROJECT ENGINEER 


One (1) experienced graduate engineer, 
responsible charge electrical engineering 
and design of steam-electric and hydro- 
electric power plants and high voltage 
substations. Applicants please furnish 
personal data and Experience Record. 


Box 122, Church St. Station P. O. 
New York 6, N. Y. 


























WASHING MACHINE PARTS — ALL MAKES 


PROMPT SHIPMENTS 


DISTRIBUTORS — Goodrich Wringer Rolls 


Electrical Appliance Parts 


Washington 1, D. C. 


811 9th St., N. W. 


Gates Belts 
T-K Range Parts 








“Handbook of Residential 
“Handbook of Farmstead Wiring Design,” sum- 
marizing the latest authoritative information on ade- 
quate wiring systems, may be obtained with a three- 
year subscription to Electrical South at the special 
price of $2.50 for a limited time. 
dress, and remittance at once to make sure of getting 
your copies. 


ELECTRICAL SOUTH 
Grant Building 


Handbooks of Adequate Wiring 


Two valuable booklets avail- 
able with Electrical South. 


Wiring Design” and 


Send name, ad- 


Atlanta 3, Ga. 
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tHE 2Edh- rer MAKER” 


provides fully the comfort 
and ventilation so essential 
in army barracks, mess halls, 
hospitals, headquarters, 
theaters and other military 
buildings. Its fine design and 
sound construction meet the 
specifications drawn for 
army fans and it is particu- 
larly adaptable to the various types of installations 
found in army buildings. 


HY-DUTY BLOWERS 


Single Inlet—Double Inlet. 400 
CFM to 12,500 CFM. 

Single Inlet Blower illus- 
trated at left is particularly 
adapted for ventilation of 
mess halls in military estab- 











lishments. 





VENTILATING DIVISION 
SCHWITZER-CUMMINS COMPANY 


1125 MASSACHUSETTS AVE. + 


FANS 


f EYE APPEAL 
O1 sales APPEAL 
QUALITY APPEAL 


M Deluxe exaust FAN 
All steel welded construction § insures 
durability combined with light weight 
and unbelievable quietness. Extra large 
blades. For stores, restaurants, homes, 
factories. 


Bel EO Deluxe attic FAN 


An engineering triumphi Extra large 





blade surface for tremendous cir moving 








INDIANAPOLIS 7, U.S.A. 


capacity. Motor cradied in live rubber 
u to eliminate vibration. 


Se 


CINCINNATI, OHIO 


Southern Representatives 
ATLANTA, GEORGIA HOUSTON, TEXAS 
Carl A. Lewis, Inc. B. M. Vaughn & Co. 
627 Peachtree St., N.E. 3227 Milam St. 











THE ULTIMATE 
- IN 
QUALITY 


SIGNAL ELECTRIC MFG. CO. 


MENOMINEE, MICHIGAN 
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FOR 


MOTORS 
FANS 
CONTROLS 


PROMPT SHIPMENT FROM LARGE STQCKS 


AUTHORIZED PARTS DISTRIBUTORS 


Brown-Brockmeyer General Electric Master 

Century Hamilton-Beach Peerless 

Cutler-Hammer Holtzer-Cabot Robbins & Myers 

Delco Howell Star 

Diehl Hunter Thor 

Duro Ilg Wagner 

Emerson Leland Westinghouse 
Marathon 


READING ELECTRIC COMPANY, INC. 


Parts Distributors for the Manufaeturer 


200 William St. Barclay 7-6616 New York 8, N. Y. 
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ut a system of venti- 
lation built to suit every 
need for the home, the of- 
fice, the plant and all other 


commercial requirements. 


ne Basic Unit 


in Each Size 


(Watch this space for illustrations) 


with a complete comple- 
* ment of accessories con- 
verts any unit to a Window 
Fan, Attic Fan, Portable 
Circulator or Exhaust Fan. 


— All Units Reversible — 


Member Propeller Fan Mfgrs. Assn. 


REED UNIT-FANS, INC. 


Manufacturers of Ventilating Equipment 


; 1001 St. Charles Ave., New Orleans 8, La. 











part of the advertising contract. 
correctly, 
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Many or tHe nomes you will be wiring will be de- 
signed with modern “built-in” kitchens. Include a kitch- 
en-installed Square D Multi-breaker to control the 
electrical “built-in” appliances.* 

The Square D Multi-breaker provides the necessary dis- 
connecting means required by the National Electrical 
Code, in addition to furnishing separate automatic over- 
load protection for the wiring serving each major appliance. 
A Multi-breaker providing this added convenience and 
protection, installed in the kitchen, costs your customers 
no more (sometimes less) than the old-fashioned method 
of running long circuit wires from a remote point. 


Multi-breakers eliminate fuses completely. Current is 
cut off automatically when a short circuit or overload 
occurs. A simple movement of the lever restores current 
after the cause of the overload has been removed. There 
are no delays, nothing to replace. 





*Permanently built-in electrical 
appliances now may be included in 
house-financing plans in many states. 





IRING THE KEY To THE HOME 
OF TOMORROW 
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Protect major appliance 
circuits with a 


MULTI-BREAKER 


Top illustration shows Square D 
Multi-breaker located in kitchen 
and arranged to control general 
lighting and these major kitchen 
appliance circuits: 

]-Range 

2 -Garbage Disposal Unit 

3- Dishwasher 

4 -Refrigerator 


5: Food Freezer Unit 








LOS ANGELES 















Nothing can compare to the noiseless op- 
eration of the new G-E silent mercury 
switch wherever quiet and tranquility are 
desirable—in bedrooms, nurseries, studies, 
and many other locations. 

Extra P1 More Good Will. 
Few services that you can render your 
customers will be as thoroughly appre- 
ciated as the recommendation and instal- 
lation of these aids to comfortable living. 
They'll mean extra profit for you, too. 

You'll be gaining good will in another 
way, as well, because G-E silent switches 
are built to last for many vears of service. 
Conventional blades and springs have 
been eliminated. The hermetically sealed 
“mercury button” actitates the make and 


break at the flick cf a finger. There are 


fewer moving parts to wear out. 

Choice of brown or ivory handles and 
matching wall plates helps you to provide 
switches that harmonize with various in- 
teriors. 

G-E Silent Switches Are Only Part 
of a Full Line of Wiring Devices 

When you plan your electric installa- 
tions, don’t overlook the many other re- 
liable, high-quality G-E wiring devices. 
They include flush switches, convenience 
outlets, lampholders, plugs, fluorescent ac- 
cessories, cord sets, and fuses. For infor- 
mation on this salesworthy line, see your 
local G-E Merchandise Distributor, or 
write Section D1-116, Appliance and 
Merchandise Department, General Elec- 
tric Company, Bridgeport, Connecticut. 


GENERAL @ ELECTRIC 
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G-E wiring devices are built to assure 
the perfection of detail that helps 
make installation easy. For industrial 
ahd commercial installations, as well 
aS homes, your;use of G-E devices 
means a long-lasting job throughout. 
Available from your local General 
Electric Merchandise Distributor. 








